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MUTUAL IN COURT 
T0 SECURE CREDIT 
FOR ASSESSMENTS 


National Automobile Casualty Believes 
Assessment Clauses Should Have 
Value as Admitted Assets 


PHILLIPS SERVED WITH WRIT 


Hearing November 15; Department 
Holds Assureds’ Promise to Pay is 
Not Competent Operating Asset 


Inspired by the refusal of the New 
York State Insurance Department to 
class as “admitted” in the company’s 
accounts certain potential assets the 
National Automobile Mutual Casualty 
Company of New York is going to the 
mat with the Department over the ques- 
tion of the actual admitted cash value 
of assessment promises in mutual in- 
surance policies. This fact was stated 
by Jean V. Lutz, secretary and general 
manager of the company, on Wednes- 
day evening, October 19, to more than 
two hundred New York City brokers 
who were guests of the company at a 
banquet tendered them at the Hotel 
Pennsylvania. 

Senator Charles C. Lockwood, sched- 
uled to speak, was unable to be present. 
Serves Superintendent With Writ 

Inasmuch as the Insurance Depart- 
ment has declared to the National that 
the law forbids the granting of credit 
as admitted assets to premiums retained 
in the unearned premium account the 
company has served Superintendent 
Phillips with a writ of certiorari com- 
pelling him to prove that he is not 
violating his authority in refusing to 
allow credit as bona fide assets to funds 
collectible under assessment clauses of 
the automobile liability, property’ dam- 
age and collision policies issued by the 
company. 

The writ was sustained, according 
to Mr. Lutz, on Saturday in Albany by 
the Appellate Division of the State Su- 
preme Court and the legal battlé has 
started to crystallize if possible the as- 


sessment features of mutual policies. 


into substantial assets legally compe- 
tent to be included in financial state- 
ments as assets. Hearings will begin 
on November 15 in Albany. It is a 
friendly test case, the purpose being to 
obtain a definite ruling from the courts 
relative to the interpretations of certain 
sections of the insurance law pertaining 
to mutuals. State Senator George R. 
Fearson is acting as chief attorney for 
the National. The company manage- 
ment states that if mutual companies 
aré permitted to credit themselves now 
on their books with a part of the as- 
sessment liability of assureds instead 
of only when impaired or in process 


(Continued on page 22) 
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EQUITABLE LIFE OF IOWA 


Results of 1920 


$254,538,407.00 of Insurance in Force 
$ 62,399,248.00 New Business in 1920 (paid for) 





Sixty-nine cent of all business 
written since onniantion still in force. 





For information address: 





$3.00 a Year; 25c. per Copy 


LIFE COMPANIES 
WATCH RAILROAD 
STRIKE PROGRESS 


Leading Question of Week Among Big 
Officials Here and Elsewhere; 
Big Possibilities 


GROUP EXECUTIVES INTERESTED 


Announcement of D. L. & W. and of 
D. & H. Promising Loyal Employes 
Insurance Protection of Interest 


The pending railroad strike is the big 
topic of discussion in executive offices 
this week. Not only are the companies 
concerned with this question because 
of the vast amount of railroad securi- 
ties they hold, but because of the group 
insurance possibilities in connection 
with the proposed strike. 

The railroads are fairly well sold on 
the group insurance idea, although 
there is but one really big road, the 
Union Pacific, which carries group cov- 
erage for its employes. This is a 40,- 
000 lives proposition. Insurance execu- 
tives interviewed by The Eastern Under- 
writer this week were practically unani- 
mous in agreeing that a considerable 
number of the roads would have taken 
out group policies this past year if it 
had- not been for their straightened 
financial condition, 

Statement of Railroad President 

As an indication of the feeling toward 
group insurance which the railroad ex- 
ecutives have, it is interesting to note 
the statement of W. H. Truesdale, 
president of the Delaware, Lackawanna 
& Western Railroad Company. In a proc- 
lamation signed by President Truesdale, 
it was stated that the company would 
make good any losses of labor benefits 
suffered by those employes who re- 
mained loyal to the company in case of 
strike. The company agreed to take 
over their insurance and to guarantee 
to carry it for them at the same cost 
to the employes as that furnished by 
their organizations. The following ex- 
tract from the proclamation gives the 
company’s views on the insurance ques- 
tion: 

“The company realizes that in re- 
maining loyal to it at this critical time 
many of you may sacrifice certain in- 
surance protection you now have for 
your families through the organizations 
with which you are connected. It is not 
desired that you shall suffer loss in this 
way, and in the event, therefore, of 
your being forced to give up these in- 
surance benefits as a result of your 
loyalty continuing at work, or if, for 
any reason, you should desire to with- 
draw from the organizations which now 
provide this insurance for you, tite 
company will take over the same and 
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guarantee, on equal terms as to _pre- 
miums, etc., with those you now pay, 
to carry it for you. In doing this it 
will arrange with one or more actu- 
aries of leading life insurance compa- 
nies to work out in detail a plan of in- 
surance that will fully and fairly pro- 
tect you and your families.” 
Other Roads Will Follow 

Following the announcement of the 
D. L. & W. in regard to the promise it 
made to its employes relative to pro- 
viding them with whatever insurance 
they would lose as a result of remain- 
ing loyal to the company in event of 
the strike call being enforced, L. F. 
Loree, president of the Delaware & 
Hudson Railroad Company, gave an in- 
terview to the papers saying that he 
believed that every railroad in the coun- 
try would take action similar to that of 
the D. L. & W., in promising to make 
good any brotherhood insurance which 
may be taken away from employes who 
refuse to strike. Referring to the cost 
of the proposed group insurance, Presi- 
dent Loree said: “It won’t cost the 
railroads a large sum of money. I pro- 
cured group insurance for a body of 
1,000 men recently, and the cost was 
not very great. The insurance is one 
of the holds that the brotherhoods have 
on the men with which to coerce them, 
and we have to meet it.” 

The insurance will cost the roads 
more than it does the brotherhoods be- 
cause the railroads must make up the 
difference in premiums which will 
necessarily be larger than those the 
brotherhoods are now paying. New in- 
surance must be taken out at new rates, 
and as rates increase with the age of 
the prospect it is evident that new 
group rates will show an increase 
over the ones. originally charged 
against the brotherhoods. Although the 
railroads have been taking a loyalty 
poll, it has not progressed far enough 
to give a fair idea as to the percentage 
of men who will remain at work. 

Insurance companies which write 
group insurance are keenly interested 
in the strike developments, The com- 
panies, of course, are not partisan. Be- 
ing public institutions which write in- 
surance regardless of the prospect’s 
political or labor affiliations, it would 
be poor policy for them to take sides 
on such questions. But the life com- 
panies can conscientiously offer thair 
insurance coverage to either capital or 
labor, consequently they realize that, 
in the event of this railroad strike call 
being enforced, there will be an op- 
portunity to sell group insurance to 
those roads which will desire to offer 
their loyal employes insurance protec- 
tion equivalent to that furnished by 
the brotherhoods. 





COLLEGE VS. NON-COLLEGE 


In view of a good-natured controversy 
whether or not a college education best 
fits a man for a business career, and 
particularly for life insurance work, 
a rather unique contest is “on” in the 
Providence Agency of the Equitable. It 
has two opposing teams: one composed 
of three Brown University men, A. 
Manton Chace, Woodworth Wright and 
Raymond H. Burton; the other of three 
non-college men, William P. Dodds, Fred 
C. Whipple and George F. Crum. Each 
team is confident that it will outpoint 
the other ir. credit volume of paid new 
business under the rules applicable to 
club qualifications during the period 
ending December 31. 





NUMBER OF WOMEN INSURERS IN- 
CREASING 

Approximately $18,000,000 of life in- 
surance was issued to upwards of 10,- 
700 women by the Equitable during 
1920. Not only is the number of women 
insurers increasing annually, but the 
average amount of the policy is larger 
now than a few years ago. With the 
advent of women into the realm of busi- 
ness, practically all of them becoming 
self-supporting and many contributing 
to the maintenance of others, the tak- 
ing of life insurance in increasing vol- 
ume for both investment and protection 
is in keeping with the trend of the 
times. 


Life Underwriters 
Have Moot Question 


WHAT IS AN INSURANCE AGENT? 





Local Association’s Executive Com- 
mittee Holds Wednesday Night 
Session to Discuss Query 





“What constitutes the qualifications 
_of a life insurance agent?” is a ques- 
tion which has caused much discussion 
among life underwriters’ associations 
when the various memberships desired 
to take action as to the licensing of 
men and women for the purpose of writ- 
ing life insurance. This question kept 
bobbing up. during the administration 
of Robert L. Jones, in the New York 
association and the discussions on this 
subject occupied so much time that 
other matters, at least of equal import- 
ance, had to be sidetracked. 

T. R. Fell, the leading exponent of 
the “full-time life insurance agent,” 
carried on a personal investigation in 
the metropolitan district and made an 
exhaustive canvass of general agents, 
managers, and leading agents to ascer- 
tain what the consensus of opinion on 
this subject is in Greater New York. 
According to Mr. Fell the great major- 
ity believe in the policy of employing 
only the “full-time agent.” 

Sheppard Homans, the new president, 
‘and other officers and committeemen, 
recently decided that if this question 
can be settled in some way action 
should be taken as soon as possible, 
and, thus, remove from perpetual dis- 
cussion this controversial subject. “The 
sooner the better,” was the general 
opinion. 

And so it was arranged for a meet- 
ing of prominent life agents at the Uni- 
versity Club Wednesday night. “Let’s 
meet all night, if necessary, and settle 
this question for all time,” was the 
comment of one committeeman. They 
didn’t meet all night, but adjourned at 


11.30. No agreement was reached about 
the definition, “What is an insurance 
agent,” but a committee was appointed 
to consider further the whole topic and 
draft a resolution to be presented at a 
called meeting of the executive com- 
mittee, and based upon findings of the 
committee appointed Wednesday night. 
Then the resolution will go to a meet- 
ing of general agents. Then, if every- 
body is in accord, it will be presented 
to the association at a full meeting of 
members. Lawrence Priddy is chair- 
man. 





Robert C. Newman, who is setting a 
$2,000,000 pace for the Missouri State 
Life, and was the first personal pro- 
ducer not a general agent, to qualify 
for the Missouri State Life’s Quarter 
Million Club, was a well-known amateur 
athlete in St. Louis and as a school 
boy was famous. He played basket- 
ball (forward) at McKin'ey High School 
for four years and played backfield on 


‘the football team the same number of 


years. He made honorary all-inter- 
scholastic teams in both these branches 
of sport for three years, and won the 
all-round track championship of Mc- 
Kinley High School. He captained both 
teams which won first I. S. L. Cham- 
pionship for McKinley High School and 
scored touch down which won the first 
Interscholastic championship. He is 
the holder of the diamond medal award- 
ed by the M. A. C. for all-round track 
championship, the only two years it was 
held. Mr. Newman entered the life in- 
surance field in 1911 with The Pruden- 
tial. He was the first man in St, Louis 
to write an application each consecu- 
tive day for one month, In 1913-14 he 
led that Company by insuring the great- 
est number of lives, and won the First 
Vice-Presidency of the $100,000 Club. 
In 1915 he was First Vice-President of 
The Prudential $100,000 Club. 





In September, 1921, sixty-one new 
claims were approved by the New York 
Life Insurance Company for disability 
benefits. 


New York Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 & 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 


Income, 1920 


Premiums 


Interest and Rents................ 64 os ‘ ites 


Other Income 


Death Claims 

Endowments 

Dividends ..... 

Surrender Values, etc.... 


Total to Policy-holders... “s 


New Paid Insurance in 1920......... 


eeeeeeeeee 


$142,672,244 
44,335,004 
6,782,885 


. » -$193,790,133 


$35,036,558 


cocccccccces 28,482,818 


«+++ $14,849,597 
$693,979,400 


Admitted Assets, January 1, 1921...............0+++-++ $966,664,397 


Legal Liabilities, January 1, 1921.......: 
Reserve fer Dividends and Other Purposes..... 
Insurance in Force, January 1, 1921................... 


$841,255,357 
$125,409,040 
. $3,537,298,756 
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MUST BE SERIOUS 
One of the greatest difficulties in the 
business of selling life insurance igs to 
convince the average “Good Fellow” 
agent that there always comes a time 


when the “good-fellowship” must phe 
superseded by a serious bu nesg 
There are certain types of life insyp. 
ance agents which seem to have al] the 
qualifications necessary to assured sye. 


cess in the work. They are ver pop- 
ular. They have fine business stanq- 
ing. They are socially well established 
in their communities and they under. 
stand the value of their contracts, 
But for some reason or other their 
work as life insurance agents is spora. 
dic and therefore not as effeciive as 
might be. Perhaps the best aitivice 
that ever has been given to agents of 
this type is contained in an actual let. 
ter written by President O’Brien to a 
man who has been associated with the 
Detroit Life agency force for several 
years. Without any further explana- 
tion we will quote from this personal 
letter of recent date: 

“Naturally as you have been so busy 
at so many other things besides writ- 


ing insurance, the results which you 
have obtained are up to expectations 
but not beyond. It would seem to me 
that your activities with the Elks and 


with other social organizations should 
give you such a wide acquaintance and 
under guch favorable conditions that 
you ought to be able to write a greater 
volume of business. 

“It seems to me that you do not im. 
prove the opportunities which your 
activities must create. So long as you 
are willing to do anything at any time 
for anybody, you ought to figure that 
the other fellow is willing to do some- 
thing for you also. I know that would 
be true if you were to go after the 
business vigorously. When you talk 
insurance you should be ‘absolutely 
serious. It is alright to joke a part of 
the time and perhaps a considerable 
portion of the time, but when you go 
right in to write a man a policy, you 
have to be serious and you have to 
make the other fellow be serious also. 
A lack of enough life insurance is, in 
the event of death, a very serious mat- 
ter for those who are dependent upon 
the individual staying on earth and 
holding down hig job. 

“As you know it is bad enough to be 
alive and on the job without an in- 
come, but while there is life there is 
hope, but in the event of the death 
of the bread-winner, the doors close 
for all time and the conditions that 
exist then must be provided for in ad- 
vance, 

“Everyone is willing to admit these 
facts. The one thing that covers the 
situation adequately and easily is life 
insurance. You ought easily to be able 
to sell from $25,000 to $50,000 a month. 
You have the saleable goods. You have 
something which is an absolute neces- 


sity. You personally have _ the 
brains, the personality and the ability 
to do it. Why you do not hook up all 


the loose ends and consolidate them, 
is a mystery to me.” 


SOME HARTFORD FIGURES 








September, 1921, $1,000,000 Production 
Gain For Connecticut General Over 
Same Month Last Year 





Secretary R. H. Cole, of the Connecti- 
cut General, is quoted as saying the 
reports already received for September 
from the company’s own agency forces 
show an increase of $1,000,000 of new 
regular life insurance over September, 


One of the agency bulletins of The 
Travelers says that the Companys 
accident business increased 50 per cent 
in one week; and that in two days 1,000 
applications for accident insurance 
were received! 

As to the mark set by the Connecticut 
General it is significant that up to Ser 
tember 1 this year that company wrote 
$52,300,000 of new life business com- 
pared with $51,500,000 for the first eight 
months of 1920, or a gain up to Sep 
tember 1 of nearly $1,000,000 in new 
business, 
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Move to Insure Labor 
Men in Large Groups 


LABOR LEADER IN NEW SOCIETY 








Plan of American Life, However, is Not 
“Group Insurance”; Organized By 
D. A. Golden 





Insurance men are keeping their eyes 
on the American Life Society, organ- 
ined by Daniel A. Golden, at one time 
in the insurance brokerage business 
with the late Isaac H. Klein, of this 
city, and later with the State Industrial 
Commission, from which he resigned to 
go with “Jim” Egan whose National 
gervice Life at one time threatened to 
pe a factor in certain quarters of the 

te. 

The president of the American Life 
Society is James M. Lynch, who was in 
the State Industrial Commission and 
who was commissioner of labor, in ad- 
dition to having been president of the 
International Typographical Union. 

Also with the organization is L. F. 
Wyard, a third member of the State In- 
dustrial Commission, and a wealthy 
manufacturer of Batavia, N. Y. 

The American Life Society expects 
to build up a fraternal society on 
American Experience Table rates, with 
extra charges for dangerous occupa- 
tions. The idea is not necessarily a 
group proposition, although they will 
go after workmen organized into lodges. 
With the prominence of Lynch in the 
labor movement the society expects 
to make quite a record. M. M. Dawson 
is consulting actuary. 


SAYS DR. FISK IS WRONG 








Charles T. Stout, Writes Book Criticis- 
ing Eighteenth Amendment; Life 
Companies and Prohibition 





A book against prohibition has been 
written by Charles T. Stout, and pub- 
lished by Mitchell Kennedy, whose 
presses often turn out radical works. 
It is particularly severe on Dr. Fisk, 
the “life extension” man, and the lat- 
ter’s work “Alcohol—Its Relation to 
Human Efficiency and Longevity.” Dr. 
Fisk thinks drinking shortens life, and 
makes men inefficient. So does the 
American Medical Association. 

In his book Mr. Stout says sharp 
things about both the Association and 
Dr. Fisk. The book will be reviewed 
more in detail in a forthcoming issue 
of The Eastern Underwriter. One of 
his allegations is that “America is fast 
becoming a big brewery.” 


CHAUFFEUR’S SUCCESS 








Writes Other Drivers While Waiting 
By His Car; $34,000 in 
One Week 





Louis Pascaud, private chauffeur to 
Adolph Hollander, Agency Manager, 
New York City, entered into an Equit- 
able contract with the understanding 
that while waiting during periods of 
duty he might talk with private chauf- 
feurs, who happened to be in the vicin- 
ity, about life insurance. His enthu- 
siasm in this connection has resulted 


in his securing during one week eleven - 


applications amounting to $34,000. A 
record to be proud of! 





AN OHIO RULING 

on Superintendent of Insurance 
. W. Gearheart this) week made a 

ruling to the effect that it is not per- 
mMissible to file a life insurance policy, 
unless made incontestable within one 
Hany Although the statutes of Ohio 
the many other states allow two years, 
peed ruling is in aceordance with the 
a 2 peti by many states through- 
© country, on the recommenda- 


tion of the Insurance Commissioners’ 
conference. 





ae Schoonover, of Connellsville, 
48 Opened an insurance office in 
Second National Bank Building. 
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E. D. Duffield Talks 
Of Current Affairs 


SELFISH STRIKES CONDEMNED 








Business of Insurance Company is To 
Protect Policyholders; Not to Solve 
Economic Problems 





E. D. Duffield, vice-president and as- 
sociate general counsel of The Pruden- 
tial, and one of the great figures in 
life insurance, was honored by the In- 
surance Society of New York on Tues- 
day night, about 1,000 members turn- 
ing out to hear him speak, along with 
Walter Carter, general attorney of the 
Royal (fire insurance), and Commis- 
sioner Donaldson, of Pennsylvania. 

While Mr. Duffield was scheduled to 
speak on Americanism, and did so in 
striking manner, the sidelights of his 
talk tickled the insurance men present 
mightily. 

Not mentioning Untermyer’s name 
but plainly referring to him, he said 
that the business of insurance, as he 
saw it, whether life, fire or casualty, 
was to return a fair equivalent to those 
who have entrusted their funds to the 
companies; and not to solve housing 
or some other situation with which the 
general public may be confronted. 

Speaking of the railroad strike he 
criticized the selfishness of individuals 
and said that a controversy between the 
contending factors should not prevent 
the railroads from being run. The fun- 
damental error of the strike proposi- 
tion is that these men have failed to 
recognize the fact that they are think- 
ing first of themselves instead of their 
country and their fellow citizens. He 
did not believe the American public will 
submit to being compelled to do some- 
thing it does not intend to do. 

Of the municipal election in New 
York City Mr. Duffield expressed his 
surprise that the public took such little 
interest. The question as to who will 
govern the biggest city in the Western 
world is up, and the average citizen 
does not care who wins. That is poor 
citizenship. 

About prohibition Mr. Duffield said 
that there is a difference of opinion as 
to whether or not the eighteenth 
amendment should be on the books, 
but once being there it should not be 
violated by good citizens. The danger 
here is that if citizens take the posi- 
tion that they will obey only the laws 
they want to obey the law is brought 
into contempt and the bad elements of 
the community can and will adopt the 
same theorizing. 





TO MEET AT FARRISH’S 

The Perez F. Huff Agency of The 
Travelers Insurance Company will, be- 
ginning Friday at 6.30 p. m., give a ser- 
ies of monthly agency dinners at Far- 
rish’s Chop House, at which time cur- 
rent topics will be taken up to increase 
the selling efficiency and facilities of 
agents. 





“IF EVERY WIFE KNEW” 

The Prudential is using this on the 
bottom of its ads in trade journals: 
“If every wife knew what every widow 
knows, every husband would ba in- 
sured.” 





YOUNG MR. STEVENSON 
Dr. John A. Stevenson is the father 
of a boy baby which arrived this week. 





The Manhattan Life Insurance Com- 
pany has been elected a member of the 
Bureau of Personal Accident & Health 
Underwriters. 





Dr. Edward G. Jones, medical direc- 
tor of the Southern States Life, died 
on October 6. 
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METROPOLITAN 
LIFE INSURANCE Company 


(INCORPORATED BY THE STATE OF NEW YORK) 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 


Business Statement, December 31, 1920 
Assets . 


Larger than those of any other Co 
Increase in Assets dur; cog ue a - 


. - . $116,091,262.62 
Larger than that of any other Company in the World. 
Liabilities 


: - - - $980,913,087.17 
mpany in the World. 


a ° -  $947,465,234.24 


. - . $33,447,852.93 

Life Insurance paid for in 1920 $1,062,389,920 

ore than has ever ; year by any Company in the World. 

urance paid for in 19290. $589,560,231 
; year by any Company in the World. 


. . - $1,651,950,151 
@ year by any C, ompany in the World. 


‘ - - $1,036,360,080 
More than has ever been gained in one year by any C. ompany in the World. 
The Company GAINED more insurance in force both in 1919 and in 1920 than 
any other Company WROTE. 
Total Amount of Outstandi 


Gain in Insurance in Force in 1920 


7 - = 3 
Averaging one claim paid for every 28 seconds of each business day of 8 
Amount paid to Policy-holders in 1920 


55655 «5... 7, $81,257;305:76 
ayments to policy-holders averaged $556.86 a minute of each business day of 


‘. . $6,380,012,514 
Larger than that of any other C ompany in the World. 
Number of Policies in Force December 31, 1920 - . 23,899,997 
Larger than that of any other C, ompany in America. 
Gain in Number of Outstanding Policies. . Peek 2,129,326 
More than any Company in the World has evey gained in one year. 
Number of Claims Paid in 1920 7 


ty at ages 1 to 74 in 9 years, 22.7 per cent. 

Typhoid reduction, 72 per cent.; Tuberculosis, 40 per 

ber cent.; Bright's disease, nearly 27 per cent.; Infectious diseases of 
children, over 28 per cent. 


sreater than that shown by 
statistics of the Registration Area of the United States. 


Owest in history of Company. 


; ‘ $11,000,000 
Metropolitan Nurses made 1,625,271 visits in 1920, free of charge to sick Indus- 
trial Policy-holders, including 14,667 visits to Persons under Group 
es. 
Metropolitan men distributed over Eighteen Millions of Pleces of literature on 
Ie a lee " 
Bringing the total distribution to 


over 213,000,000, exclusive of C, ompany’s health 
magazine, of which ovey 18,000,000 are annually distributed. 





In Health and Welfare Work 
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Bits of Wisdom From 
New England Mutual 
sRIGHT SPOTS IN CONVENTION 





Short Life of Business Insurance; Life 
Underwriting Brooks No Division 
of Loyalty 





gom_ striking and interesting ideas 
and opinions heard at the recent meet- 
ing of the New England Mutual Life’s 
ceneral agency association have been 
gathered into a most readable article 
py the New England “Pilot,” extracts 
om which are reproduced herewith: 
A Jealous Master 
You can’t mix life insurance with 
any other business except at too heavy 
a cost. Don’t try it, because you will 
make a failure of one or the other. 
Life insurance is a jealous master and 
prooks no division of loyalty. 


fro 





Make Hole When They Go Out 
Business insurance is all right—we 
want it and are getting much of it. 
Yet remember that the life of such 
policies is only five years on the aver- 
age—in the meantime a death or then 
4 surrender. Big surplus lines taken 
to help out make awfully big holes 
when they go out. 





Be Original 

When you are face to face with your 
man, don’t say the same thing every 
other agent has said. Be different. 
Above all, avoid spoiling a sale you 
have already made by talking too 
steadily and too long. Often we sell 
insurance, but are so busy talking that 
we don’t know it. Then we unsell! 

Of course, never say anything to of- 
fend your prospect, but it is equally 
important never to argue. Don’t try 
‘0 prove a man is wrong when he says 
he does not want more insurance, be- 
cause in the first place you can’t con- 
vince him; and in the second, even if 
you could, you would kill all chance 
of your getting the business through 
his annoyance. Don’t tell; ask ques- 
tios—make all the statements that you 
desire to make, but cast them in -the 
form of interrogations. 





Perpetuate Your Income 

Every man’s money comes from one 
or both of two sources: the profit from 
his own efforts and interest from in- 
vestments. What is the relative pro 
portion of each of these in your case, 
Mr. Prospect? You know, the returns 
from your efforts die with you—but we 
can insure their continuance to your 
family, if you will allew us. 

Every man’s life is devoted to estab- 
lishing a daily, weekly or monthly in- 
come, the one thing we are all inter- 
ested in. Let us perpetuate, in whole 
or in part, your income. 

The price sometimes stops most men 
from buying, therefore don’t quote the 
Price until your applicant is ready and 
Wants the insurance. When that point 
i$ reached he does not care what the 
cost is. The circumstances of his life 
create the demand all ready for you to 
Point out its existence. You can fill 
the demand the instant you have made 


‘your prospect aware of it. 





CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 

nts who can deliver policies in satis- 

actory volume. Inquiries about localities 
will have careful: attention. 


Union Mutual Life 
Insurance Company 


PORTLAND, 
ALBERT E, AWDE, Supt. of Agencies 








The Best Investment 

There is no investment in the world 
equal to an ordinary life policy if you 
present it properly. Say this: All men 
are in business for one of three rea- 
sons, and these apply in your case: 
either you like it, or you need the 
money, or you can’t get out of it. Your 
money can accomplish only two things: 
pay current expenses and create an 
estate. But premature death and bad 
inves.ments face every man. 

Is it, then, a fact that you are invest- 
ing surplus funds? If you are, suppose 
you start to buy bonds worth $300,000. 
But you say that while you would like 
bonds of that value, you can afford oniy 
$10,000 now. All right, through the 
ordinary life policy you can make the 
whole “investment” at once by paying 
only $10,000, and the remaining $290,000 
we will insure for you. Your full estate 
is created by investing $10,000 yearly 
while you live! And you may live to 
make only one payment. 





A Valuable Partnership 


In_ selling Partnership Insurance 
show that an obligation was incurred 
the day the co-partnership was made— 
an obligation to make the relation a 
success. Now, it is a fact that two can 
succeed where one will fail. No man 
wants to leave the success of his ven- 
ture an uncertainty through the neces- 
sity of settling up the business because 
one partner has died. Settle it now by 
Life Insurance. 

To do this, an analysis of each busi- 
ness is of the first importance. But 
many businesses are so full of techni- 
calities that it is difficult for the pros- 
pect himself to discover the need which 
Life Insurance alone can satisfy. You 
or some competent man must therefore 
analyze the business to prove the pre- 
cise service that Life Insurance will 
give. 

Why Business Insurance Is Bought 

Business Insurance is bought for one 
or more of the following reasons: 

1. To cover a maturing obligation. 

2.. For credit; 

3. As a buy-or-sell proposition; that 
is, for the purchase of the interest of 
one of the parties; 

4. Part for the benefit of the part- 
nership and part for the purchase of 
interest; 

5. To protect the concern from di- 
rect loss through the death of impor- 
tant men whose money or brains are 
vital to success. 

Under the third heading a methcd 
must be fixed upon (whether a “gentle- 
man’s agreement” or a written con- 
tract) to determine the value of each 
member’s share of the property when 
the interest is passed at the death of 
one of them. 

But the benefit of Business Insur- 
ance {fs not merely at death. Two 
classes of persons are closely and con- 
tinuously interested in every business: 
those who own it, and those who supply 
it with money or materials. This lat- 
ter class is immediately benefitted, and 
their desire to promote the success of 
the concern greatly stimulated by Life 





Build Your Own Business 


under our direct general agency contrac! 
Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











Insurance on the men who are charged 
with the responsibility of management. 





Once a Client Always a Client 
The easiest business a new agent can 
get is insurance on the sons of busy 
men. This has the further advantage 
that it ties the son to you for the years 
to come—once a client always a clien:. 





Where Ignorance Is Folly 

Do you realize that it pays you to 
have the prospect understand what he 
is buying? It does not pay to carry 
him off his feet by a flood of dazzlinz 
oratory. But it costs effort to make a 
layman understand a Life Insurance 
contract, hence the oratory and the 
lapses. The better a man understands 
what you sell him, the more insurance 
he will buy. That is the whole thing in 
a nutshell—the more he will buy, which 
is just what you want him to do! 

It pays better to look after your busi- 
ness already on the books than to write 
new policies. It pays the insured, it 
pays you, it pay the Company—all three 
parties are benefitted. Only when the 
Company pays the beneficiary have you 
done your full duty to the insured. 





Enemy Potentialities of the Lapse 


Lapses without value create enemies. 
Never forget this. “If thy enemy is an 
ant, see in him a roaring lion,” and 
one enemy in your community can do 
you more harm than a hundred friends 
can do you good. 





There is a reason why you failed with 
that good man. There is always a rea- 
son. At what point in the process did 
you fall down? Ascertain it, and do 
not let it happen again. 

Many a case is closed because you 
proved yourself agreeable as a # 0d 
listener. Never argue: arguing is the 
lawyer’s business, not ours. 

Don’t try to sell premium rates. 
What you have for sale is a Life Insur- 
ance contract—sell it! 








One Hundred Million 
Dollar Mark Passed 
October First 


Each of the first nine 
months of the year 
shows a gain over the 
corresponding month 
of 1920, and October 
already shows gains 
over October, 1920. 


Bankers Life 
Company 


Des Moines - - Iowa 
Geo. Kuhns, President 
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HOME LIFE) 


INSURANCE CO. 
NEW YORK 


WM. A. MARSHALL, 
President 


| 





The 61st Annual Statement 
shows admitted Assets of 
$40,465,508 and the Insurance 
in Force $2:\2,483,100—a gain 
for the year 1920 of nearly 
$27,000,000. The insurance 
effected during the year was 
| mearly -$43,000,000. The 
amount paid to policyholders 
during the year was over 
$4,196,000. 





For Agency apply to 
GEORGE W. MURRAY, 


























GREATEST 


ILLINOIS 


COMPANY 


WANTS GOOD MEN 











Superintendent of Agents AND 
__ 296 Broadway — New York || IG) Gane. 0a aaa 
1851 Seventieth 1921 


Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 

During this long span of years the Company has maintained a high 

reputation for fair and honorable dealing with policyholders and agents. 

WILLIAM D. WYMAN, President ez 

WINFIELD S. WELD, Superintendent of Agencies 
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Insurance Good Will to others upon this real helpful service — 


Worth Much to Banks 


HEAD OF ST. LOUIS BANK TALKS 





Says Personnel of Insurance Organiza- 
tions Has Improved Tremendously 
of Recent Years 


H. M. Morgan, vice-president of the 
St. Louis Union Trust Company, dis- 
cussed life insurance as a safeguard to 
estates in a talk before the American 
Bankers’ Association. 

“How can we co-operate with the in- 
surance companies to our mutual ad- 
vantage? Some experiences of the St. 
Louis Union Trust Company may be 
suggestive and helpful. Realizing that 
from the insurance man’s standpoint 
the appeal for additional insurance to 
pay inheritance taxes was most inter- 
esting to him, we have on two occa- 
sions run from ten days to two weeks, 
advertisements in the local papers. 
Prior to the time that the last cam- 
paign was run, press proofs of the ad- 
vertisements were sent out to the in- 
surance companies operating in St. 
Louis, with a letter telling them just 
when the campaign would start and 
end, agreeing to supply them with in- 
sert copies of the “ads” with their im- 
print, in such quantities as they desired, 
suggesting that they use them during 
the time these advertisements were ap- 
pearing, as well as subsequently, in the 
mail which they sent out. The response 
was most gratifying, and requests for 
over 50,000 of these inclosures were 
received. 

“It was found that insurance agents 
began dropping in, asking various ques- 
tions about the insurance trust, and this 
resulted in another letter going out, 
stating that one of our officers would 
be glad to address thzir group of sales- 
men, and discuss with them the argu- 
ments to be used in connection with in- 
surance for inheritance taxes, based on 
the experience of our trust company 
in handling various estates. All of 
the large companies accepted our invi- 
tation. These conferences were inter- 
esting, and, I believe, helpful to them, 
as we gave them concrete cases of 
trusts that we are handling, which in- 
formation they were at liberty to use 
as no names were divulged. 

“We called attention to the fact that 
men of means left small cash balances 
at the bank. This was not strange, 
as it was only good business to keep 
their money working. Their salaries and 
their income from their various invest- 
ments did not make it necessary to 
keep a lange amount to draw on for 
current expenses. In the case of men 
of smaller means, we reminded them 
that, as a rule, their estates consist 
of mainly their home and their busi- 
ness, and these would have to be dis- 
posed of at a forced sale in order to 
meet the expenses against the estate. 

“An interesting development from 
these conferences was the interest 
which was apparently shown in trust 
service in general, and the talk often 
led to wills, executor and trustee, agen- 
cy service and the like. My observa- 
tion has been that the personnel of the 
insurance organizations has improved 
tremendously the past few years. Life 
insurance is now attracting a type of 
men of education, refinement and pol- 
ish, who have seen the possibilities of 
intelligently presenting the value of life 
insurance in its varous phases, and I 
have no doubt but that a great part of 
the increase in insurance has been 
due to this latter type of insurance 
salesmen. 

“They are studying it, specializing in 
it; seem to realize a _ responsibility, 
which goés further than the actual sell- 
ing of the insurance policy, to see that 
this money is conserved, realizing at 
the same time that it is good business 
on their part, in that when they have 
advised properly one to whom money 
has been left they not only gain good 
will, but gratitude as well, and comment 


is naturally advantageous. 

“We feel that the insurance men fully 
appreciate the efforts that we have put 
forth in their interest and are endeav- 
oring to reciprocate in every way they 
can. We all realize that their good 
will is worth a great deal to us, that 
they, too, come in a close relationship 
with those to whom they sell insurance, 
and are frequently asked about the mat- 
ter of estates, how they should be left, 
who should be appointed executor and 
trustee, etc. There is no overlapping 
in the service we perform, as we sim- 
ply take hold where they leave off, and 
in fact make what they have sold ac- 
complish its purpose. We believe that 
this co-operation is destined not only 
to continue, but to grow stronger year 
by year.” 





ADOPT SAME SCALE 





1922 Distribution of Surplus of Provi- 
dent Life & Trust Same as 1921 
Distribution 





The Board of Directors of the Provi- 
dent Life & Trust Co., at its meeting 
held this week, adopted for the year 
1922 the same basis of distribution 
of insurance surplus as that employed 
for the year 1921. 


A MUTUAL LIFE TABLE 

The following table of the Mutual Life 
shows the annual percentage of policies 
issued without the special features 
since the adoption of the Waiver of Pre- 
mium Benefit in 1913 and the subse- 
quent addition of the amplified Disabil- 
ity benefits and the Double Indemnity 
provision: 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS 


for Agency Contracts addres 


0. S. CARLTON 


PRESIDENT 











CANCER DEATHS ON INCREASE 

The deaths from cancer in Connecti- 
cut during the past year numbered 238 
more than for 1916, and 102 more than 
for 1920, according to a report just 
issued by the state board of health. 
The records for the past five years 
show a steady increase each year, with 
the heaviest increase in 1920. The total 
deaths from cancer in all forms for 


each year show 1,152 in 1916, 1,213 in 
1917, 1,254 in 1918, 1,288 in 1919 and 
1,330, in 1920. 





S. E. P. ARTICLE 


The current issue of the “Saturday 
Evening Post” has a long article by a 
former big league baseball player who 
is now soliciting life insurance. The 
principal point he brings out is that 
while his name gives him the entree, 
he must have something else to de- 
liver the goods. 








Company. 


such as they may desire. 


‘1921 REWARDED COLLINS” 


There is no such thing as a business depression in the 
COLLINS Company. Insurance companies have given this 
company such a large volume of business that it has received 
more orders this year than any year in its thirty-seven years. 


Recognizing the class of mortgages required by insurance compa- 
nies, the F. B. COLLINS INVESTMENT COMPANY has gone out and 
secured them. As a result, the company is known favorably to every 
insurance official and insurance department in America. 


No company or individual client ever sustained a loss with this 
company, and the patronage which they have given us has made it 
necessary to make numerous changes, among them: 


Larger offices for our selling force at 
205 NORTH MICHIGAN AVENUE, Chicago. 


Plans for a New Home Office Building in Oklahoma City. 


Increase in its capital from $500,000.00 to $1,000,000. 
This additional capital is guaranteed to pay 8% per an- 
num, and is a first lien on the entire assets of this 
It participates equally with common stock- 
holders on any dividends paid in excess of 8%. 


Handsome dividends paid in the past make it very 
attractive as an investment, and while we have facilities 
to place the entire lot, we gladly invite some of those 
who have made this company a success to subscribe to 





THE F. B. COLLINS INVESTMENT COMPANY 








Members Farm Mortgage Bankers Association of America 
Sales Office: 205 North Michigan Avenue 
Home Office: Oklahoma City, Okla. 

















Shuff Says Taxes Add _ 
10% to Insurance Cost 


EAT HEART OUT OF BUSINEss 





His View of Sales Congresses; Local 
Organizations Should Furnish 
Bulk of Speakers 





President John L. Shuff, of the Na. 
tional Association of Life Underwriters, 
in a talk before Pittsburgh underwrit. 
ers said that the greatest progress 
which has been made by the National 
Association has been along the line of 
education. While a firm believer in 
sales congresses he doubts the advis. 
ability of having them with each loca] 


organization, rather favoring state or 
district meetings where the man in the 
local organization can get in touch with 
another similar organization and a dif. 
ferent viewpoint. He further favors 
that the programs, with the exception 


of a few speakers from the outside, 
be made up of men from those local 
organizations. 

The advantages of having these sales 
congresses confined to a state as near- 
ly as possible would be in the fact of 
being able to gather viewpoints on 
state and local conditions and taxes, 
including the occupational tax, “which 
to my mind are eating the heart out 
of our business. As you know insur- 
ance could be sold for 10% less cost 
if the various forms of taxation were 
limited, and I for one believe that this 
is going to rest largely upon the shoul- 
ders of the agents instead of the com- 
panies.” 

Mr. Shuff’s talk in Pittsburgh was his 
first appearance before an underwriters’ 


association since the Cleveland conven- 
tion. 





GANSE ELECTED PRESIDENT 





Boston Life Underwriters’ Association 
Held Annual Meeting; Hamilton 
and Barry Speakers 





The annual meeting of the Boston 
Life . Underwriters’ Association, held 
Tuesday evening, October 25, was one 
of the most successful ever staged by 
the Boston association. Prominent life 
insurance executives were present and 
speeches were made at the dinner which 
followed the meeting. 

Franklin W. Ganse, manager of the 
home office general agency of the Col: 
umbian National Life, was elected 
president of the association, succeeding 
Charles C. Gilman, whose energetic ef- 
forts brought about a splendid growth 
in the local association. Mr. Gilman 
received a royal ovation as a tribute 
to his efficient administration. He is 
a wit and good fellow. 

At the dinner in the evening Vice 
President Willard I. Hamilton, of the 
Prudential; Assistant Secretary James 
V. Barry, of the Metropolitan; and 
Agency Supervisor Saunders, of the 
New York office of the Provident Life 
& Trust, were the principal speakers. 
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Company of 


Founded 1865 


The Provident Life and Trust 


(Pennsylvania) 


Philadelphia 





therein all hope for America lies.” 


the provision for his own old age. 


Vice-President Coolidge says: “Look well then to the hearthstone; 


The man who is looking well to his hearthstone is very apt to take 
out an endowment policy. It will carry out 0Ses 
if he dies, and it will also keep the fire on his hearth in his own old age. 

And it is an unselfish policy, for it does not shift upon his children 


his purposes for his home 





Fourth and Chestnut Streets, Philadelphia, Pa. 






























Advice on any matter relating to Life Insurance is Available at any 
time through the Agencies or Home Office of this Company. 


LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
In Business Since 1862 


Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
| reserves providing protection against all emergencies. 






Information and 


























F. B. Patten on Right 
To Change Beneficiary 


IMPORTANT ARTICLE 





WRITES 





Reserving Right to Change Control of 
Policy in Certain Cases 
Discussed 





An up-to-date discussion of right to 
change beneficiary is printed in the 
John Hancock’s paper, “The Signature.” 
It was prepared by Francis B. Patten. 
associate counsel. Some points he 
makes follow: 

“It is well settled that the existence 
of the right to change confers no rights 
upon the insured’s creditors to any 
portion of the proceeds of a policy 
which is in force aé the time of the in- 
sured’s death beyond the amount of 
any cash surrender value which may 
have been attached by his erediturs 
or rightfully claimed by his trustee in 
bankruptcy. It is no doubt true, 
whether the right to change is reserved 
to the insured or not, that in New York 
State that portion of.the proceeds of a 
policy payable to the wife of the in- 
sured which is purchased by the excess 
of premiums paid by the insured above 
$500 is primarily liable for the hus- 
band’s debts, and that in most if not 
all the states premiums paid by the 
insured in fraud of creditors, while he 
knows that he is insolvent, may be 
taken by such creditors from the pro- 
ceeds of the policy. 


A Danger Seen 


“The danger incurred by the reserva- 
tion of the right to change is not that 
the trustee in bankruptcy or individual 
creditor may attach the proceeds of 
the policy after the insured’s death, 
but that during his lifetime they may 
compel him to pay the amount of the 
cash surrender value, if any, in order 
to save his policy. Whether they can 
do this depends entirely on the law of 
the state in which the insured resides 
at the time. This is true even under 
the United States Bankruptcy Act, 
for that Act expressly provides that 
all state exemption laws must be re- 
spected. If, therefore, the state law, 


as it sometimes does, exempts all life 
insurance from attachment for in- 
sured’s debts, or if either by the ex- 
press words of the statute or by the 
construction put upon that statute by 
the state courts, it exempts even 
‘right to change’ policies, neither the 
creditors ror the trustee in bankruptcy 
can touch them. 

“If on the other hand the state has 
no exemption statute at all, the trustee 
in bankruptcy. or the insured’s cred- 
itors can always reach the cash sur- 
render value of such policies by ap- 
propriate legal proceedings, though it 
may sometimes require more than the 
ordinary form of attachment. 


A Doubtful Question 

“The doubtful question which has 
been much fought over in the courts 
ever since the right to change began to 
come into use in insurance policies, 
some twenty years ago, relates to the 
effect on policies containing this right 
of the common form of exemption 
statute, as it exists in many states, 
exempting a wife’s policy in general 
terms from attachments for the in- 
sured’s debts. Up to 1917 most of the 
courts which had dealt with this ques- 
tion denied the right of the trustee in 
bankruptcy to reach the cash surren- 
der value of such policies. 

“It now seems probable, however, 
from certain remarks of the United 
States Supreme Court in Cohen v. 
Samuels, 245 U. S. 50, decided in 1917, 
that that court, when this precise 

uestion comes before it, will decide 
that such general statutes apply only 
to policies payable absolutely to the 
wife, and not to those where the right 
to change is reserved to the insured. 
This interpretation has already been 
given to Cohen v. Samuels, by the 
United States Circuit Court for the 
Second Circuit, and by the United 
States District Court for Maryland. 
Whether such a rule would apply also 
to individual creditors depends en- 
tirely on the law of the state in which 
the attachment is attempted. It cer- 
tainly would not be safe to assume 
that they might not reach the cash sur- 
render value of such policies. 

“If, therefore, the insured wishes the 
cash surrender value of his policy to 
be perfectly secure from his creditors, 
he should refrain from reserving the 
right to change the beneficiary nomina- 
ted or otherwise to control the policy.” 








——— 








words for over Seventy Years. 
the years to come. 





For Over Seventy Years 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the best 
possible life insurance protection at the lowest possible net cost. That 
it has sueceeded is shown by the enviable reputation which the Company 
enjoys among those who buy insurance and among those who sell it. 
Efficient service and a square deal for everyone have been its watch- 
They will be its watchwords throughout 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


MUTUAL 





Hutcheson Talks On 
Disability Development 
~ CENTURY 


TRACED A BACK 





Actuaries Meet in Cincinnati; Hear 
Hunter, Rogers, Morris, Dawson 
and Others 





The Actuarial Society of America met 
in Cincinnati on October 27 and 28. 
President Hutcheson in his address took 
up historically the two great recent ad- 
ditions to the field of life insurance 
companies, namely, disability insurance 
and accident insurance, the first appear- 
ing in connection with waiver of pre- 
mium and the income to the insured 
for disability, and the second in con- 
nection with double indemnity. 

While a digest of a paper on such a 
subject is not practicable, some of the 
interesting points may be mentioned. 
In the beginning he calls attention to 
the difference between disability insur- 
ance and life insurance. The life pol- 
icy is payable at death and usually 
there is little difficulty in determining 
whether ap insured is dead, but the 
question whether an insured is totally 
and permanently disabled is a very 
different question. He may be partially 
disabled, but not totally. He may be 
totally disabled, but not permanently, 
whereas, in case of death, a man is 
either dead or not dead and if dead 
he is totally and permanently dead. 

The speaker traced the development 








SHOULD STRIKE BACK 

Harrison B. Smith, president of the 
George Washington Life, says life in- 
surance companies should be resolute 
and strike back should Untermyer or 
any one else malign them. Continuing 
he says: “We have not been bold 
enough; we have not been quick enough 
to resent slurs when all connected with 
the life insurance business must assert 
with confidence the faith that is within 
them that no other business is con- 
ducted upon the same high standards, 
and, if necessary, back up this asser- 
tion with actions sufficiently forceful 
to maintain that this assertion is based 
upon facts.” 






of disability insurance from the early 
days of the Friendly Societies, consid- 
erably over a century ago, to the pres- 
ent. He points out how the Manches- 
ter Unity experience illustrates that, 
while the death rate has decreased, the 
disability rate has increased. The Man- 
chester Unity experience was taken for 
two periods, the years 1866 to 1870 and 
the years 1893 to 1897. At each age 
group the average number of weeks 
disablement per member was greater 
in the later period than in the earlier, 
while, conversely, the death rate was 
smaller in all the earlier age groups 
in the later period. 

The locomotive not only revolution- 
ized transportation—it created the acci- 
dent policy. In the early days of steam 
railways there were no block signals 
and trains were given a certain start 
before the succeeding train was dis- 
patched. The railway ticket carried 
the passenger to his destination if the 
succeeding train did not catch up. If 
it did, a ticket similar in appearance 
and sold by the same ticket agent, but 
in reality an accident policy, provided 
for his widow. This accident ticket 
scheme started in 1849, a year after 
the introduction of express trains in 
Great Britain which resulted in many 
accidents. Accident insurance is said 
to have started in this country through 
the first president of the Travelers’ 
purchasing one of these accident tickets 
while travelling in England in 1859. In 
1863, the Travelers of Hartford was 
organized. 

Miles M. Dawson read a paper on 
“An American Sickness Experience 
Table.” Among other speakers were 
Arthur Hunter and Dr. O. H. Rogers, 
New York Life, on principal impair- 
ment ratings; Sherman C. Kattell, State 
Mutual, on surplus distribution, using 
the A. M. T. as a guide; convertible 
term, by F. H. Johnston, Prudential; 
E. B. Morris, Travelers, on group, and 
Arthur Hunter on disability. 





REACHES $1,000,000 


H. C. Walburn, of Huntington, W. Va., 
is the first salesman for the Bankers 
Life of Des Moines to reach the mil- 
lion dollar mark in production for 1921. 
He was also a millionaire for 1920 and 
his production schedule for this year 
is a month ahead of the record which 
he established in 1920. 











- Confidence - Ability - Service 
The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 
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Health Examinations 
Prolong Longevity 


INSTITUTE FACTS SO PROVE 


Analysis of Experience on Two Groups 
of Policyholders Shows Efficacy 
of Periodic Advice 








Direct proof, based on a six-year sur- 
vey of mortality records for a group of 
5,987 men, that periodic health exami- 
nations prolong human life, was offered 
at the annual convention of the Nation- 
al Association of Life Insurance Medi- 
cal Directors, held at No. 1 Madison 
Avenue. 

Dr. A. 8. Knight, president of the 
association, announced that the mor- 
tality for the selected group was only 
53% of the rate expected, and that the 
company bearing the expense of the 
examinations made by the life exten- 
sion institute for the policyholders has 
had its principal returned and on the 
investment has made a profit of 200% 
or $77,000. 

This was the first analysis of a long- 
term test of the efficacy of periodic 
health examinations in reducing mor- 
tality that has ever been made. The 
significance of the results were expect- 
ed to be far-reaching, both with the 
general question of longevity and with 
the matter of grezter profits for insur- 
ance companies, which with mutual 
companies would be passed to hundreds 
of thousands of policyholders in greater 
dividends, 

Examinations with the group of 5,987 
males on a voluntary basis were begun 
in February, 1914, at the Life Extension 
Institute of which Harold A. Ley is 
president. Subsequent examinations 
were surveyed for 1914 and 1915, the 
period since then having been long 
enough, in the opinion of physicians 
and actuaries, to deduce certain logi- 
cal conclusions. The mortality of the 
group was studied in comparison to a 
similar group, which did not take peri- 
odic examinations, up to November 15, 
1920. Since then officials of the com- 
pany have carefully checked the re- 
sults against the expected mortality ac- 
cording to standard tables. 

In the selected group there were 217 
deaths in this period, There should 
have been 412 deaths according to 
American experience tables. 





STATEMENT ABOUT GROUPS 





Missouri State Life To Protect Any Em- 
ployer With Twenty or More 
Employes 





About Group Insurance the Missouri 
State Life says: 

“When considering the ways in which 
Group Imsurance can be adapted to 
meet the needs of any industrial or- 
ganization, do not lose sight of the 
fact that the Company is prepared to 
extend the benefits of Group Insurance 
coverage to plants with less than fifty 
employes, as well as to concerns with 
more than that number. 

“Many an employer with less than 
that number of employes, who wants to 
give his men the protection afforded by 
a Group Policy, is led to believe that 
he can not obtain it for them on ac- 
count of the small number of employes 
in his employ. 

“This is not the fact. We will give 
this protection to any employer with 
twenty or more employes. When there 
are fifty or more employes covered un- 
der a group policy, no medical examina- 
tion of any kind is required. Where 
the number of employes to be insured 
is less than fifty and more than twenty 
a brief medical examination of each em- 
ploye is made.” 


APPOINTS E, J. STRICKLAND 
The Philadelphia Life announces the 
appointment of EH. J. Strickland, of 
Elyria, Ohio, as home office supervisor 
for the State of Ohio with headquarters 
at Cleveland and at Elyria; and the 
appointment of Edward C. Frank, of 

Detroit, as state agent for Michigan. 
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I am reminded of the first plunge of 
these United States into the swiftly 
moving current of life insurance, when, 
in 1784-5, the United States Government 
endeavored to co-operate with Governor 
Patrick Henry, of Virginia, in securing 
a policy of insurance upon the life of 
the famous sculptor Houdon who had 
been commissioned to execute the 
statue of George Washington—the ori- 
ginal of which is on its pedestal in Rich- 
mond. A replica of it is in the National 
Capitol at Washington. It is also in- 
teresting to note that a reproduction 


-thereof has been presented by the State 


of Virginia to the British Nation and 
in July last was unveiled in Trafalgar 
Square, London. 

In endeavoring to secure the service 
of Houdon, the Government was con- 
fronted by his demand that his life must 
be insured before undertaking the 
work. Patrick Henry, the Governor of 
Virginia, Benjamin Franklin, our Com- 
missioner abroad and Thomas Jeffer- 
son, Minister to the Court of Versailles 
and John Adams, Minister at London, 
cast about in what seemed an almost 





CO-OPERATION 


No. 27 


HE INDIVIDUAL PRODUC- 

TION of more than 15 per cent 
of our 1920 representatives was in 
excess of a quarter million dollars 
of paid for insurance. 

We believe that this remark- 
able record is largely due to our 
effective plans of agency co-opera- 


tion. 





Every new man who is added to 
our ranks is carefully selected, con- 
tracts with us upon a full-time 
basis and has the advantage of an 
intensive course in life insurance 
training at the home office. 





fruitless endeavor to meet Houdon’s 
requirement. It was only after long 
drawn-out negotiations that they finally 
emareseed in concluding such transac. 
tion. 

Jefferson To Adams 

After Jefferson had reported to Qoy. 
ernor Henry that they had selecteg 
Houdon to execute the statue, Jefferson 
wrote to John Adams in London op 
July 7, 1785: 

“Monsieur Houdon has agreed to 
go to America to take the figure of 
General Washington. In case of his 
death between his departure from 
Paris and his return to it, we may 
lose twenty thousand livres. | ask 
the favor of you to enquire what it 
will cost to ensure that sum on his 
life, in London, and to give me as 
early an answer as possible, that | 
may order the insurance if I think 
the terms easy enough. He is, I be. 
lieve, between 30 and 35 years of age 
healthy enough, and will be absent 
about six months.” 

Later, on July 15th, Jefferson wrote 
to Governor Patrick Henry: 

“And if he dies in the voyage we 
pay his family 10,000 livres. This 
latter proposition was disagreeable 
to us but he has a father and mother 
and sisters who have no other re. 
source but in his labors; and he is 
himself one of the best of men in the 
world. He therefore made it a sine 
qua non without which all would have 
been off.” 

Adams To Jefferson 

Adams wrote to Jefferson on August 
4th, regarding the cost of effecting the 
insurance: 

“Houdon’s life may be insured for 
five per cent, two for the life and 
three for the voyage. I mentioned 
it at Table with several merchants; 
they all agreed that it would not be 
done for less. But Dr. Price, who 
was present, undertook to enquire 
and inform me. His answer is, that 
it may be done at an office in Hack- 
ney for five per cent. He can not yet 
say for less, but will endeavor to re- 
duce it a little. You may write to 
the Doctor to get it done and he will 
reduce it if possible.” 

On August 10th Jefferson had again 
written to Adams: 

“T will pray you to insure Houdon’s 
life from the 27th of last month till 
his return to Paris. As he was to 
stay in America a month or two he 
will probably be about six months ab- 
sent; but the three per cent for the 
yoyage being once paid, I suppose 
they will insure his life by the month 
whether the absence be longer or 
shorter. The sum to be insured is 
15,000 livres turnois.” 

It is interesting to note the length 
of time taken in these negotiations, 
which exceeded by far the lost motion 
between the most reluctant prospect 
and the most impatient and persistent 
agent of these latter days. It is further 
interesting to note that in advance of 
the actual conclusion of such negotia- 
tions Houdon had, on July 28th, sailed 
with Franklin and arrived in Philadel- 
phia on September 14. 

It appéars that the insurance was not 
actually in effect until the 12th of Oc- 
tober, as disclosed by Adams’ letter 
dated October 24, which reads: 

“The insurance is made upon Hou- 
don’s life for six months from the 
12th of October. I have paid 32 
Pounds 11 Shillings premium and 
charges which you will please give 
me credit for. I could not persuade 
them to look back as they say they 
never ensure but for the future and 
from the date of the policy.” 
Meantime, Houdon having arrived in 

the United States, spent some time 
with General Washington at Mt. Ver- 
non, finally completing the work from 
which casts were made for the only 
original life sized figure of Washington 
in existence. 

It was on November 19 that the rec- 
ords close by a letter from Jefferson to 
Adams reading: 

“T thank you for the trouble you 
have taken to ensure Houdon’s life. 
I place the 32 Pounds 11 Shillings 
to your credit,” 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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The selling process depends 
How greatly upon the _ personality 

To and character of the salesman 

Close himself. But regardless of his own 

personal element his sale will not 
be successful if he does not employ 
an intelligent method in closing. A. 
J. Quigley, in his address on the Selling 
Process before the members of Cana- 
dian Life Underwriters’ Convention at 
Victoria, pointed out the real need of 
a proper close. The following is an 
extract from his paper: 

“Tf all the preceding steps have been 
properly haudled the close should be 
perfectly natural and easy instead of 
hard. Here again, however, an ignor- 
ance of a basic principle robs the sales- 
man of many a sale. The principle is 
this ‘Closing is fundamentally a matter 
of contrasts.’ To explain further. In 
the preceding steps, there has been 
comparison all the time of LIKE things 
—we got our ideas across through 
association of ideas, through likening 
our proposition to various things in 
which the prospect took evident pleas- 
ure and interest. The close on the 
other hand is just the reverse. It 
should be a weighing process, and a 
contrasting process, where the advan- 
tages ‘for’ are lined up on one side in 
the prospect’s mind and the reasons 
‘against’ are lined up on the other side. 
This contrasting .may be done in an 
instant or it may take several minutes, 
but it is always there. Often the pros- 
pect does the weighing himself, but 
more certain results can be obtained 
if we recognize the conditions and act 
as the weigh-master ourselves. What 
you do in the closing, therefore is to 
demonstrate the weighty ideas in favor 
of buying as against the light-weight 
ideas against buying. When the pros- 
pect sees all the evidence in and the 
scales go down decidedly on the ‘Yes’ 
side, the famous psychological moment 
has arrived. His heart and his mind 
both say ‘Do’ and his decision is made. 

“To get the signature, the important 
thing is to induce the transition from 
mental activity to muscular activity in 
an easy, natural way, and this can be 
helped in three ways: 

“(1) By direct command. 

“(2) By imitation. 

“(3) By continuity of action. 

For example: If we place the applica- 
tion before the prospect, place the pen 
in his hand, and point out the place to 
sign, the direct command is often all 
that is necessary. It becomes the line 
of least resistance. The second meth- 
od, by imitation, has a direct bearing 
upon the ease of transition, For in- 
stance, if you write something your- 
self, immediately before you ask the 
prospect to write, it is surprising how 
much easier it is for him to continue 
writing, and thus sign his name. Even 
if you fill out your entire application 
beforehand, take advantage of this fact 
by leaving some little part uncompleted 
so that you can fill it in immediately 
before you pass the paper to your pros- 
pect. By ‘continuity of action,’ the 
third method, we mean some muscular 
action of another character, immediate- 
ly preceding the signing process. Sur- 
prising as it may seem, it is actually 
easier for a man to sign after he has 
turned the paper over or has picked up 
the pencil, than it would be for him to 
sign before.” 
sts *# 


The salesman is the most 
The important element in the 
Salesman’s selling of life insurance, 
Importance and A. J. Quigley, in his 
address at the Victoria 
Convention, had the following to say 
in this respect: 
As a first step of the Sales Process, 
let us consider you, the Salesman. 





Everywhere, throughout life, man is 
selling himself. The price he will ob- 
tain will depend largely upon what he is. 
The Boy Scout rule “To keep yourself 
physically strong, mentally awake, and 
morally straight” would be a splendid 
rule for a salesman to adopt, because 
directly, day by day he gets his return 
accordingly as he measures up to these 
standards. Every man in order to be 
efficient, must function through five 
channels: Love, self-expression, reli- 
gion, food, and play. 

1. Love: He must love something, 
and the more unselfish that love and 
the more it is expressed, the bigger this 
part of him becomes. 

(2) Self-expression: He must find 
self-expression in his work, or his hob- 
by, or his play. His interests in life 
bid him DO, and as he does, he ex- 
presses himself. 

(3) Religion: Every man needs the 
background, and the stabilizing effect 
of a Being stronger than himself. 

(4) Food: All growth comes through 
proper nourishment. We grow men- 
tally, morally, and physically by the 
food we take in to meet these various 
needs. Without food, they die. 

(5) Play: Relaxation is necessary. 
“All. work and no play makes Jack a 
dull boy,” 

Analyze yourself then according to 
this five-fold standard, and try to make 
yourself a balanced man; for you must, 
if you are to get real results, be able 
to meet men as equals—you should 
have the confidence that comes from 
knowledge that you are sound physical- 
ly, mentally, morally, and spiritually. 
Remember, the first thing your prospect 
sees when you go before him, is YOU, 
and that first impression cannot be too 
carefully guarded. Some of the quali- 
ties worth cultivating are—an erect, 
forceful bearing, neat appearance, good 
health, energy, tact, determination, 
alertness, optimism, cheerfulness, hon- 
esty, love of fellowmen, seeing tthe 








Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-—STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
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good always in the other fellow, sym- 
pathy, and an honest desire to serve 
your fellowmen. YOU are one-fourth 
ot the sales job. YOU are therefore 
entitled to a lot of attention from 
YOURSELF. 





WARNS POLICYHOLDERS 





Chicago Association of Commerce In- 
serts Ad Telling Public To Guard 
Against Change 


Policyholders are advised against 
lapsation and twisting in an advertise- 
ment of the Chicago Association of 
Commerce, published in the Chicago 
Tribune recently. The advertisement 
follows: 

Life insurance policyholders be on 
your guard! 


Make no change in your life insur- 
ance policies involving surrender for 
re-insurance or other investments, or 
yield to any easy and quick money 
proposition concerning your most 
important investment until you have 
investigated it thoroughly. 

Advise with and send signed or un- 
signed propositions made you to Ad- 
vertisers and Investors’ Protective 
Bureau, Inc., organized under the 
auspices of the Chicago Association 
of Commerce, 10 South La Salle 
Street. 

No charge for services. 





Kenneth Cox, formerly manager of 
the Metropolitan Life at Halifax, N. S., 
has been appointed manager of the 
Regina District for the Company. 

















Improved Disability Provision 


Claim may be made us soon as disability occurs—no p:ohationary 


period. 


Payments begin immediately on approval of claim—no proba- 


tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


Immediate waiver of future premiums—no waiting until next 


anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old-_ 
est legal reserve life insurance company still closer to the needs of 


the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 





Great Southern Life 
Issues House Organ 


FOREWORD BY E. P. GREENWOOD 





Thirty-two Members of $200,000 Club 
Have Paid for $13,000,000; C. A. 
Alford in the Lead 





The latest company to issue a house 
organ is the Great Southern Life, of 
Houston. The front page color scheme 
is gold, black and white. On the back 
page is this statement: Great Southern 
Policies are great mortgage killers. 
The Mortgage works while you 
sleep—so does the policy. The 
front page foreword is written by 
E. P. Greenwood, vice-president. In it 
he says in part: 

“The life insurance business, of 
which the agency force is a most im- 
portant part, is the greatest in the 
world. No business has so frequently 
and completely dispelled the gloom of 
poverty and debt. No business has 
ever carried so much good to so many 
individuals. No business has ever car- 
ried so much good to so many individ- 
uals. No business has ever filled so 
many needs under so many different 
conditions in the business and econom- 
ics world as has the institution of life 
insurance. The faithful and loyal solic- 
itor plays a most important part in plac- 
ing these benefits where they are of 
the most value.” 

The Company club members are 
breaking their records this year. Thirty- 
two members of the $200,000 Club paid 
for $13,000,000 while 36 members of the 
$100,000 Club paid for $5,000,000. In 
the number of applications C. A. Alford 
leads with 100 in the $100,000 Club. 
In the $200,000 Club R. H. Oldham leads 
with 533 applications ‘or $1,375 .600. 

On page three the rules governing 
membership in the $100,000 and $200,- 
000 Clubs are published. On another 
page a large number of important rea- 
sons are given for why life insurance 
should be purchased. Still another 
page is devoted to personalities. In it 
is a paragraph about J. M. Palmer who 
sold his first policy in May, 1920, and 
in less than eight months had paid for 
more than $390,000. 

The Great Southern has admitted as- 
sets of more than $11,000,000 and in- 
surance in force of more than $110,000,- 
000. O. S.. Carlton is president. 





BIG MORTGAGE DEAL 

The Philadelphia Company for Guar- 
anteeing Mortgages a»nounces that the 
Metropolitan Life Insurance Company 
has placed in its hands millions of dol- 
le~s to be applied towards building new 
homes in Philadelphia and vicinity to 
rel’eve the housing shortage. The com- 
panv states that ary responsible indi- 
vidual can arrange to borrow up to $5,- 
0(% for the erection of a home and that 
operative builders can secure amounts 
proportionate to the number of houses 
or apartments contemplated; also that 
manufacturers and employers of labor, 
desiring to construct dwellings for their 
working people can obtain financial aid 
to this end. A period of fifteen years 
covers the easy repayment conditions, 
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The word “service,” which we meet 
so frequently, is merely “talk” unless 
it is backed up by deeds. We all know 
this, and consequently are ready to 
adopt better methods of serving our 
policyholders if we are convinced that 
they are better. One very definite 
way we can render more real service 
is through the presentation and sale of 
monthly income insurance wherever 
practicable and this article is intended 
to show why this is the case. 

Looking back over the past year, have 
you sold any income insurance? How 
large a proportion of your production 
was on the lump basis? Are you your- 
self really convinced that monthly in- 
come insurance is best for the average 
policyholder and that it is equally to 
your advantage to present it in most 
cases? 

Do you know that at least one life 
insurance company is using most suc- 
cessfully the income insurance presen- 
tation as a company sales-policy with 
* the result that over 50 per cent of its 
new business is on the income insur- 
ance plan? Its agents find that this 
presentation is much more effective 
than the lump sum idea to the average 
prospect. They are growing even more 
enthusiastic about income insurance as 
they see the many advantages arising 
from this sales-policy. 

Why is this so? What is there about 
income insurance which justifies this 
emphasis on it? The matter comes 
right back to the word. “service.” You 
know “service” is like “mercy” in one 
respect, at least, “It blesseth him that 
gives and him that takes.” Every ac- 
tion of service rendered produces an 
equal and opposite reaction of service 
received. “Whatsoever ye sow that 
shall ye also reap.” 

Through Human Interest 


One real service is rendered to the 
policyholder through the new and re- 
freshing conception of life insurance 
he receives, which leads him to take 
more insurance. The average man does 
not warm up to lump sum insurance. 
It is almost a matter of theory to him, 
because he infrequently handles prin- 
cipal sums. Income which he is con- 
tinually receiving is very familiar to 
him, About the only direct appeal a 
lump sum presentation would make is 
where the insurance might be taken 
to pay off a mortgage or other debt 
or for business or inheritance tax pur- 
poses. Inadequate insurance protec- 
tion is a logical consequence of this 
state of affairs. 

The practical result of presenting the 
“human interest” income insurance is 
that the prospect not interested in lump 
sum insurance will iisten to a presenta- 
tion of insurance to pay the family run- 
ning expenses after his death, educate 
his children or enable him to look for- 
ward to an income after he has retired 
from business. Here is a clear associa- 
tion of ideas of great assistance to the 
sale of any commodity, Frequently, 
agents have told the writer how they 
sold income insurance where the pros- 
pect was antagonistic to the idea of 
more lump sum insurance. If they had 
presented the lump sum idea, the insur- 
ance would not have been sold. 

' The other practical result is the sale 
of considerably larger policies, a natural 
outcome because not only will a pros- 
pect pay more for the type of policy 
which appeals to him, but also the 
amount of income which he will buy 
is equivalent to a much larger amount 
of lump sum insurance than he would 
consider, $18,220 looks large, but its 
equivalent, $100 a month for 20 years, 
is less imposing. 

Service to the Beneficiary 


Lump sum insurance is bought in 
most cases to provide beneficiaries 


with a means of support and the lump 








sum is merely the medium of securing 
the needed income. Monthly income in- 
surance renders a great service to the 
beneficiary by removing the risk of loss 
of protection incurred under the lump 
sum settlement. When a lump sum 
death loss is paid, the beneficiary must 
successfully accomplish the following 
to secure a safe income from it: 
‘ (1) She must refrain from spending 
it immediately or at a later date. After 
the funeral expenses and debts are cov- 
ered, the temptation to spend more is 
tremendous. To a widow used to re- 
ceiving income, all money may seem’ 
like income. The beneficiary must 
quickly adapt herself to the changed 
conditions without encroaching on prin- 
cipal. The demands of son and daugh- 
ter are hard to refuse. There will be 
insistent, would-be borrowers. Even if 
she invests all the money, how will she 
live until the income commences? This 
is a dangerous time and many benefi- 
ciaries succumb to the lure of present 
advantage rather than future security. 
Under an income policy, however, the 
insured can arrange so that the princi- 
pal must be used only as he directs. 
(2) She must invest where principal 
is safe. How will she do it? Bonds, 
mortgages, stocks, or some commercial 
enterprise? Who will tell her what to 
buy? A relative, “friend,” or smooth- 
talking “adviser?” Suppose she es- 
capes the crook and in her desire for a 
large income she invests in a stock or 
a business enterprise which goes bad. 
These are big risks for an inexperienced 
beneficiary to run and she will lose all 
of her money in a considerable per- 
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centage of cases. Under an income pol- 
icy, however, the principal is guaran- 
teed by the company. 

(3) She must invest where income 
comes regularly without reduction. A 
conservative bond investment gives a 
lower return and even a certain per- 
centage of them default in interest pay- 
ments. Today, dividends on many 
stocks are being passed or considerably 
reduced. Mortgages require careful 
selection and attention to reduce the 
chance of foreclosure, loss of income 
and attendant anxiety, Except for Unit- 
ed States Government Bonds, there are 
relatively few investments where there 
is a high degree of certainty of interest 
return. Where can the beneficiary in- 
vest and feel absolutely certain that her 
income will come without fail? How, 
too, can she get along with yearly or 
half-yearly payments from securities 
when her expenses are payable weekly 
or monthly? 

(4) Reinvestment. Then, even if a 
safe investment is found, when the in- 
vestment matures it must be reinvested 
and the same story is repeated. Per- 
haps business conditions are such that 
she must accept a lower rate of interest 
than before and is compelled to cut 
down her expenses to the bone in an 
attempt to make ends meet. Every re- 
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It didn’t “‘just happen’’ 


The more than $100,000,000.00 of New Business written by 
the Missouri State Life Field Men in 1920 is the result of 
several very well defined causes, a few of which are given 
below. This great achievement was made possible 


—Liberal and Adaptable Policy Contracts both 
non-participating and participating. 


—Provisions for Sub-Standard Risks. 
—Extension of Limit on one Life to $300,000. 
—Group Department. Home Office Specialists 


—Sales Service Department. 


—Liberal Contracts to Agents. 


A 1921 Forward Step—Accident and Health Department 


In our Expansion Program, just started, we 
have room for well equipped leaders. Nego- 


tiations Invited. 


MISSOURI STATE LIFE 


Insurance Company 


M. E. Singleton, 
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investment means a new risk of loss to 
the beneficiary. 


Seeing It Through 


No prospect would knowingly con- 


sider the purchase of insurance in aq 
company which was so unstable finan- 
cially that there seemed only a iifty 
per cent chance that it could pay its 
claims. But is he not taking an cven 
greater risk of failing to insure the pro- 
tection of his beneficiary when he dele- 
gates to her the task of investing the 
lump sum insurance money? 

Now, we all know how income insur- 
ance entirely removes these risks. It 
furnishes her with an income about the 
same as that ordinarily obtained from 
high-class bonds. It is “see-it-through” 
insurance because it continues the pro- 


tection after the insured’s death during 
the very time when it is most needed. 
It gives the beneficiary as well as the 


insured the benefit of the wonderful 
law of average which distributes any 
investment loss of the company upon 


all of its assets so that the effect on her 
income is negligible. It substitutes a 
guaranteed income for an uncertain 


one and gives the beneficiary the ad- 
vantage of interest earned by the com- 
pany in excess of the guarantee. There 
is no investment or reinvestment, no 
orokers’ fees or investment worries. 
The beneficiary receives the income at 
once, without extra effort of any kind 
and the income checks come regularly 
each month. 

The lump sum settlement to the bene- 
ficiary is like a summer thunderstorm 
after a drought—the water pours down 
but very little is retained by the 
parched ground. The income policy is 
the gentle shower which, coming regu- 
larly, prevents famine and brings the 
harvest on which we depend. 

Undoubtedly, the service rendered to 
the beneficiary through income insur- 
ance is so great that except in unusual 
cases the agent can well feel that it is 
his high duty to present income insur- 
ance to any prospect with dependents. 

Service to the Wealthy Man 

Men with much property are usually 
concerned as to how they may best 
insure a competence to their heirs, The 


transfer of a large fortune at death is 
a great and complex problem with many 
pitfalls. The long, inconvenient de 


lays; the frequent necessity of selling 
securities or property at almost a fo: ced 
sale in partitioning the estate between 
heirs; the legal expenses and heavy 
fees; the ‘reduction in value of a busi- 
ness or other assets due to the death 
of the insured-—all these and often more 
difficulties are the frequent accompanl- 
ment of the settlement of a large estate. 

Also, if the far-sighted, wealthy man 
wishes to provide an income for certain 
dependents, there are still more prob- 
lems. The questions of squandering, 
investment and reinvestment of princi 
pal are present as already discussed 
above. If any individual trustee is 
named to carry out the trust, there 1s 
the chance of dishonesty if he lives 
and of complications if he dies. If 4 
trust company is employed to execute 
a trust the danger of squanderinz is 
removed but the investment and ‘eil- 
vestment hazards remain in a reduced 
degree. Any investment loss is sus 
tained entirely by the one beneficiary. 

If all of her money is in one invest- 
ment which goes bad, her principa! and 
income are gone. Then even if tle in- 
vestment is good, after deducting the 
charge made by the trust company and 
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the Federal Income Tax, the net income 
yerages about the same as that now 
paid py many good life insurance com- 
panies under income insurance. Hence, 
ye peneficiary receives little, if any, 
aivantage in income to compensate for 
the risk run. Except for very compli- 
cated trust settlements, the building of 
an insurance estate to provide a cer- 
tain income for dependents is the most 
satisfactory method. 

If income imsurance is rightly pre- 
sented to the man with much property, 
he has every reason to be intensely 
interested in the service it renders him 
in providing @ safe, guaranteed income 
for his b neficiaries without any care 
or worry on his part. At his death 
there are no executor’s fees, probate 
charges, contests, legal expenses or 
tees, Federal Income Tax, State inher- 
itance taxes, Federal Inheritance Tax 
(up to $40,000 lump sum equivalent), 
Trustee’s commissions, or delay in the 
receipt of income by the beneficiary. 
Is it any wonder that this form of in- 
come service is being secured by more 
and more wealthy men who recognize 
a good thing when they see it? 

Service to Mr. Average Citizen 

Of course, the average prospect is not 
wealthy. He has but a small surplus 
income and often has little property. 
His income annually ceases with his 
death and his insurance must replace it 
it he dies or retires. He is anxious to 
protect his beneficiaries but he may 
feel unable to buy all the insurance he 
would like to. He is the class of pros- 
pect of which the majority of our policy- 
holders in country and city are com- 
nosed. How does income insurance fit 

im? 

a the average citizen, income insur- 
ance performs the biggest service of all 
because it enables him to obtain the 
maximum protection for the premium 
he can afford to pay. Here is just one 
of the many possible illustrations, 

A Practical Illustration 

A husband aged thirty-five, wishes 
to protect his wife aged thirty-five, son 
aged eleven and daughter aged nine, as 
well as to provide an income for his 
old age. He can afford just $10,000, 
Endowment at sixty-five, which is all 
the insurance he ever expects to be able 
to carry and must be stretched to fit 
his many needs as far as possible. The 
face amount, $10,000, invested at five 
per cent will produce less than $42 per 
month, which will not be enough while 
the children are dependent. What can 
he do? He can make use of the In- 
come Options in his policy as follows: 

lf He Dies Immediately 

Place $4,000 under Option 1 for widow 
and $6,000 under Option 3 for children 
running for ten years until they are 
independent. The income then is: 


Under option 1, on present divi- 

dend basis, per month....... $14.31 
Under Option 3, per month..... *57.42 
Total for 10 years, per month... *71.73 


*These figures would be increased by 
the annual dividend of excess interest 
allowed under Option 3. 

This $4,000 principal outstanding un- 
der Option 1 is an emergency reserve 
in case of the death of the widow dur- 
ing the ten years. If she survives the 
ten years she can buy a life annuity of 
$18.48 monthly with the $4,000, as the 
children now self-supporting do not 
need the protection. 

This monthly income during the ten 
years is small but it would take over 
$17,000 lump sum insurance invested 
at five per cent to produce it. The 
family can get along at any rate al- 
though it will be a pinch and it may be 
necessary for the widow to supplement 
the income by other means. 

If He Dies Five Years Hence 

Five thousand dollars can be reserved 
under Option 1 for the widow as the 
income under Option 3 on the remain- 
ing $5,000 will be larger because it will 
run for five years until the children are 
independent, instead of ten years as 
before. The income is: 

Under Option 1, on present divi- 

dend basis, per month........ $17.89 

Under Option 3, per month..... *89.15 


Total for 5 years, per month. ...*107.04 
*These figures would be increased by 


MR. SUCCESSFUL LIFE INSURANCE AGENT: 


Do you want to secure a General Agency for yourself? If so, read 
this, it is 


WORTH KNOWING 








Policy, will be paid. 
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A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,000, the face of the 


SECOND, that in case of death from any ACCIDENT, $10,000, or 
double the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental 
injury, the Company will pay direct to the insured at the rate of $50 
EEK during such disability, but not to exceed 52 weeks, after 
which the weekly indemnity will be at the rate of $25 PER WEEK 
throughout the period of disability. Can insurance do MORE? And 
why should any man be satisfied with a policy that would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. Twenty Payment 
Life, $167.10. Twenty Year Endowment, $235.10. 


United Life and Accident Insurance Co. 
Home Office, United Life Building, Concord, New Hampshire 














the annual dividend of excess interest 
allowed under Option 3. 

The widow can buy a life annuity of 
$23.10 per month at the end of the 
five years when the children are inde- 
pendent, Hach year the husband’s 
death is deferred means a larger in- 
come for the family, and only his death 
soon after the policy is issued makes 
the income too small. . 

If He Dies After the Children Are 
Grown Up 

The wife can buy herself a life an- 
nuity with the whole $10,000 the income 
varying from $46.20 per month if he 
dies ten years from now, up to $73.30 


per month if he dies just before ma- 

turity. 

If Both Husband and Wife Live to 
Maturity 


Option 5 will provide an income of 
$58.60 monthly until the death of the 
survivor, or if the husband alone sur- 
vives, the income is $70.50 under Op- 
tion 4. 

Such elasticity and service cannot be 
obtained otherwise than through in- 
come insurance, except at a much high- 
er premium. All the time, too, there 
are no investment cares or hazards 
which would be particularly great in 
such a situation. The insurance com- 
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Rebate Rule. 


agency force of 





The Northwestern Mutual Life Inaurance 
Company was the pioneer in establishing 
rules to protect itself and its agents 
against evils which demoralized the business. 


For twenty-seven years it has enforced a stringent Anti- 


For twenty-three years it has observed a No-Brokerage Rule 
which prohibits the acceptance of business from, or the pay- 
ment of commissions to, other than an agent of the company. 
Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another 
company upon an anti-rebate agreement from him. 

For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all appoint- 
ments to general agencies shall be made from those already 
connected with the company and otherwise qualified. 

To the literal enforcement of these rules is attributed, in 
large part, the success, high character and the loyalty of the 





Northwestern Mutual Life Insurance Co. 
of 
Milwaukee, Wisconsin 
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pany plays the part of the fairy god- 
mother through its income insurance 
service. 

The Small Policy 


The small policy also can be better 
written on the income insurance plan. 
$1,000 or $2,000 in a lump sum is spent 
before the beneficiary realizes it, where- 
-as if it were paid out in monthly install- 
ments of $40 or $50 each, the family 
would be helped over the crisis and 
enabled to get on a self-supporting 
basis. This has been noticed again and 
again by welfare workers and the com- 
pensation laws of most states recognize 
it and pay death compensation in just 
such a manner. They only allow a 
lump sum settlement in the exceptional 
case. Here is another opportunity for 
service. Why should life insurance lag 
behind compensation insurance in pro- 
tecting the beneficiary under the small 
policy? 





TOLEDO CHANGE 





Frank H. Meese, President Life Under- 
writers, and Fred W, Smith, Join in 
Partnership For Continental 





One of the most important deals in 
Toledo insurance circles for some time 
was completed with the announcement 
of the forming of a partnership of 
Frank H. Meese, president of the Toledo 
Life Underwriters’ Association and 
former Superintendent of the Toledo 
district of the Prudential Life, with 
Fred W. Smith, general agent of the 
Continental Assurance Co., under the 
firm name of Smith & Meese. 

They have been assigned the North- 
ern Ohio district of the Continental 
Co., and will have twenty-six counties 
as their territory, maintaining branch 
offices in the principal towns and cities. 

Both are among the best known in- 
surance men of Toledo. Meese has 
been in charge of the Toledo Prudential 
office for five years, having come here 
from Cleveland, where he was superin- 
tendent for the Company. He has been 
with the Prudential for eighteen years. 

Smith has been in charge of the Con- 
tinental Company’s district here for 
eight years, and is well known in busi- 
hess circles. He is active in Chamber 
of Commerce work and is secretary of 
the Kiwanis club. ‘ 





DECLARES SPECIAL DIVIDEND 





Connecticut General Life Establishes 
1921 Returns to Stockholders as 
12 Instead of 10 Per Cent 





At the regular meeting of the direc- 
tors of the Connecticut General Life 
at Hartford last Friday a special divi- 
dend was declared of 2 per cent pay- 
able November 1 to stockholders of 
record October 21. This will make the 
dividend for 1921 at the rate of 12 per 
cent, instead of 10 per cent, as hitherto. 
It is expected that the dividend to be 
declared January 1 will be at the rate 
of 3 per cent, instead of 5 per cent, 
as hitherto, and it is hoped, an officer 
of the company said, that a regular 
quarterly dividend of 3 per cent may 
hereafter be declared, instead of the 
dividends of 5 per cent semi-annually, 
as heretofore. This will make a yearly 
rate of 12 per cent in lieu of 10 per 
cent. 





BROOKLYN AGENT PROMOTED 





Wil'iam Miggins Appointed Assistant 
Cuperintendent of Prudential in 
District No. 1 of Brooklyn 





William Miggins, who for some 
years has been a member of the agency 
fo--e of The Prudential in District 1 
o° Brooklyn, has been promoted to the 
position. of assistant superintendent. 
In making the appointment R. W. Gos- 
lin, the superintendent, comments on 
the excellent record made by Mr. Mig- 
gins both in the ordinary and indus- 
trial lines, always showing steady 


progress, arid says that he believes he 
has equal aptitude for the executive 
end. 
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THE POOR STOCKHOLDER 

How miserably low down are people 
who own stock in railroads! If they 
owned stock in a ginger bottle factory 
they could pull down 40% dividends 
without comment. But Henry Ford has 
the idea that dividends in railroad 
stocks should not be paid to owners 
of the shares “who make no contribu- 
tion to the road’s actual operation.” 
If a conductor is a stockholder, he ought 
to get a dividend. If he is a plumber 
or a baker he shouldn’t. Here’s his 
exact language: 

“Of course, if such a course were at- 
tempted we could expect a great outcry 
for the protection of invested capital. 
It would be said that people had bought 
these stocks for the financial protection 
of their families, their children. Pro- 
tection from what? From the necessity 
of earning their living. Their children 
would be better off if they had to 
finance themselves.” 

Orators who stood on soap boxes in 
Madison Square and who have made 
less radical statements than this have 
been threatened with tar and feathers. 
In the meantime, Mr. Ford will con- 
tinue to collect his dividends in the 
Ford Motor Car Company—some divi- 
dends. 





THE RE-ORGANIZED BUREAU 

The manner in which insurance is 
being specialized is illustrated in the 
new plans of the National Workmen’s 
Compensation Service Bureau which is 
to be known as the National Bureau of 
Casualty and Surety Underwriters, and 
will be managed by Jesse S. Phillips. 
A separate department for each line 
over which the Bureau has jurisdiction 
is to be established, with an expert in 
charge as manager. Many companies, 
not now in, are expected by Mr. Whit- 
ney to join the bureau. In a statement, 
printed elsewhere, Manager Whitney 
says: “It is hoped to make the Bureau 
the pre-eminent center of the casualty 
and surety business; it will occupy 
much the same place of honor and use- 
fulness that the National Board of Fire 
Underwriters holds in the fire field.” 
This is a laudable ambition, and it is 
the hope of all underwriters that it 
can be realized. There are great out- 
standing personalities in the casualty 
business which have clashed sometimes 


in the past, but the demands and re- 
sponsibilities of the business are such 
that these personalities can and should 
reach a harmonious working arrange- 
ment as has been done in the case in 
the National Board of Fire Underwrit- 
ers. 

Just what position the new bureau is 
to occupy with relationship to the sur- 
ety business is not quite clear. Of 
course, a number of companies in the 
bureau write surety as well as the regu- 
lar casualty lines, but whether the 
American Surety or the National Sur- 
ety will enter is a question which is 
interesting the Street. Certainly, the 
name adopted holds out the hope that 
the out-and-out surety companies will 
come in to “the pre-eminent center.” 
R. H. Towner, who makes the surety 
rates, knows his job so well that he 
has been called the most successful 
rater in tha entire insurance fraternity. 
R. R. Gilkey, manager of the Surety 
Association of America is one of the 
most expert association managers in 
the country, a splendid mixer with men 
and a skillful pilot generally. 

The aim of the re-organized bureau 
is not to disrupt or swallow such or- 
ganizations ag the Surety Association, 
Towner Bureau, Moore Plate Glass Rat- 
ing Service, Burglary Association, etc., 
but to bring about a general co-ordina- 
tion of efforts. 

The identity of the associations will 
be preserved, but there is much that 
can be done by the central organiza- 
tion in the way of statistics, printing 
and circulation of manuals and circu- 
lars. One big argument is economy. 





H. C. KNIGHT DEAD 

Harry C. Knight, general insurance 
broker and accredited Philadelphia rep- 
resentative of several fire and marine 
insurance companies, who was actively 
identified with local underwriting in- 
terests for a quarter century, died on 
Sunday, October 16, at his residence in 
West Philadelphia, aged fifty-seven 
years, and the obsequies took place the 
following Wednesday. Previous to locat- 
ing his office at 117 South Fourth Street 
about one year ago first floor quarters 
were occupied for a number of years 
at 303 Walnut Street. Mr. Knight was 
a life long Philadelphian and was edu- 
cated at the Friends’ Centrai School. 
He was engaged in the commission and 
ship chandler business with his father 
prior to taking up the marine insurance 
business with offices at the corner of 
Third and Walnut Streets. The de- 
ceased is survived by his widow, a 
daughter of Richard McCall; a _ son, 
Richard Newman Knight, who was as- 
sociated with the father in the insur- 
ance business for eight years, and a 
daughter, Helen Cooper Knight, a 
graduate of Swarthmore College. 





PERCY H. EVANS TO TALK 


Percy H. Evans, actuary of the North- 
western Mutual, will talk to Columbus 
life underwriters at the opening Fall 
session of the local association, to be 
held as a luncheon-meeting Saturday, 
Oct. 29. His topic has not been an- 
nounced. 

The advisability of charging general 
agents a fee of $10 and soliciting agents 
$5 will be discussed. 





President Joyce Convalescing 
William B. Joyce, president of the 
National Surety Company, is confined 
to his residence, 11 West 81st Street, 
where he is convalescing. Mr. Joyce 


.underwent an operation on his throat 


and is reported as progressing satisfac- 
torily. 


ce 


THE HUMAN SIDE OF INSURANCE 








A. G. CHAPMAN 





“A. G. Chapman, a leading local agent 
of Louisville, is in the city,” said the 
“Journal of Commerce.” A _ leading 
local agent is correct, not only of Louis- 
ville but of the entire country. Mr. 
Chapman is an agent of the man-of-the- 
world stamp who can hold his own with 
anybody: and who has the respect of 
his competitors, his companies and the 
newspapers. He is an agent who 
makes money ‘out of the insurance 
newspaper business and gives it pres- 
tige. Not one of the weaklings who 
faint at the sight of a New York bro- 
ker, like many agents he often meets 
these brokers in a catch-as-catch-can 
bout, winning the decision on the mat. 
Mr. Chapman is chairman of the execu- 
tive committee of the National Asso- 
ciation of Insurance Agents and he it 
was who led the Louisville fight of that 
association against the Firemen’s of 
Newark, Whether this fight was won 
or lost, there is a division of opinion. 
The National Association says that 
there are fewer bank and trust com- 
pany appointments being made than 
formerly. This is denied by friends of 
Neal Bassett, vice-president of the 
Firemen’s. It is understood that in this 
fight that the Firemen’s lost less than 
a dozen insurance agents. 

e * « 


President John M. Holcombe, of the 
Phoenix Mutual, was host to a number 
of prominent insurance men at the new 
Home Office building of the Phoenix 
Mutual a few days ago. Among visit- 
ing executives who were his guests 
were these: 

President Henry S. Robinson and 
Vice-President J. D. Loomis of the Con- 
necticut Mutual; President Robert W. 
Huntington and Vice-President George 
E. Bulkeley, of the Connecticut Gen- 
eral; Vice-President W. H. Sargeant, 
of the Massachusetts Mutual; Vice- 
President W. L. Crocker, of the John 
Hancock; Vice-President H. W. Cutler, 
of the National Life; President Asa S. 
Wing and Vice-President M. A. Linton, 
of the Provident Life & Trust; Vice- 
President L. K. Passmore of the Penn 
Mutual; and several other well known 
life insurance executives. 

- * + 


F. Ward Shaffer, associated with the 
Riggs-Rossman-Hunter agency, Balti- 
more, this week married Miss Cora 
Pearl Hamburger, daughter of Mr. and 
Mrs. Samuel H. Hamburger. 

*- * « 

John N. Briggs, of Newark, has suc- 
cessfully made the leap from life in- 
surance to fire insurance. He was one 
of the bright young men of the Phoenix 
Mutual. Now he is with the T. C. 
Moffatt organization in Newark. That 
—— tion, by the way, is growing 


Alfred Davenport, of W. E. Davenport 
& Son, Boston, is one of thos: refresh. 
ing spirits who turn up their noses at 
hokum and buncombe and see things 
exactly as they are. A faithfy! attend. 
ant at conventions his Companionship 
is sought by many. His experienes 
when a member of the Massachusetis 


legislature has helped to make him , 
good insurance man. Recently he was 
interviewed by a Boston news) aper re 
porter about the trip he took to the 
Coast, and one striking paragraph from 
the interview, quite characteristic of 
Mr. Davenport’s manner of frank 
speech, follows: 

“In Los Angeles during the six days 


I was there I was so persistently re. 


minded by the people of the wonders 
of their city that I was obliged to 
call to their attention at times the 


fact that the capital which helped them 
make their business successful came 
from the Fast; and the foundation of 
the culture that is inrooted there came 
mostly from Boston.” If Mr. Davenport 
were to run for mayor of Los Angeles 
that interview would not make him 
many votes, but given to a Boston news. 
paper it will not weaken Mr. Davenport 
a bit. J. Newton Russell, Matt Mancha 
or any of those other Los Angeles jp. 
surance men who, upon reading Daven. 
port, see red, can get revenge by visit- 
ing Boston and giving their opinion of 
the Hub to the Los Angeles “Times” 
or “Examiner.” 
a * * 

Charles H. Waterbury, who has been 
elected secretary of the National Whole. 
sale Druggists’ Association, has many 
friends in the insurance district. He 
was born in New York in 1891. In his 
early chidhood the family moved to 


Mamaroneck, N. Y., where he received 
his early education in the public school. 
Prior to entering Columbia University 
Mr. Waterbury acted as staff correspon- 
dent for several daily newspapers, and 


after graduating in 1912 with the de 
gree of A. B., he did graduate work at 
the university for several months, do- 
ing journalistic work for various news- 
papers on part time. Later he was 
news and market reporter for the Pa- 
per Trade Journal and the American 
Stationer, and this work brought him 


in intimate contact with broad prob- 
lems of merchandise distribution, Sub- 
sequently he joined the editorial staff 
of the Spectator Company, publishers 
of insurance journals in this city, 


where he remained until April 15, 1919, 


when he became assistant secretary 

of the N. W. D. A, ‘ 
*2¢e 

W. W. Rivers, New York City, Equit- 

able Life, achieved a very decided suc- 

cess last week, when he induced a pol- 


icyholder to add to the insurance he 
already carried by taking out three 
more policies aggregating $100,000— 
$25,000 convertible, $50,000 ordinary life 
and $25000 nonecancellable accident 


and health, thus completing ihe circle 
of protection on his life in a most 
approved manner. 
- sa + 
WILL APPOINT HAID 
Paul L. Haid, president of the Farm- 


ers of Iowa, and assistant to Henry 
Evans, chairman of the board of the 
“America Fore” companies, will be 
made vice-president of the Continental. 





NAIVETE 
“Canadian Insurance” dismissed Sam 


_uel Untermyer in five lines as follows: 


Samuel Untermyer, the famous coun 
sel, is after the scalps of the insurance 
companies in New York State, through 
the investigations of what is known as 
the Lockwood Committee. So far his 
efforts have been fruitless, which, of 
course, makes him quite angr) 


The Commercial Casualty insurance 
Company has. made application for 
membership in the Plate Glass Insur 
ance Survey Bureau of New ‘ork. 
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Answer Charges Of 
All-American Brokers 


———__ 


EXPLAIN DELAY IN RENEWAL 





Exchange Representatives Deny “For- 
eign Influence” Charge; Tieup to 
Result in Damage Suit 





Emphatic denials were registered by 
N. $. Bartow and Willis O. Robb, re- 
spectively president and manager of the 
New York Fire Insurance Exchange, to 
charges made in a New York “World” 
article dealing with the temporary with- 
holding by the Exchange of the certifi- 
cate under Which the All-American 
Brokers, Inc., 19 West 44th Street, had 
for a year conducted an insurance bro- 
erage business in the metropolitan dis- 
trict. This certificate has now been re- 
stored after a protest to the state in- 
surance department and on recommen- 
dation of the same special committee 
of the Exchange which was called into 
being to consider the issues arising 
from the Lockwood legislative commit- 
tee inquiry. 

Its members are Henry Evans, chair- 
man of the board of directors of the 
“america Fore” group; N. S. Bartow, 
president of the Queen; C. G. Smith, 
president Great American; Lyman Can- 
dee, vice-president Globe & Rutgers; 
Otto Schaefer, president Westchester; 
Wallace Reid, local agent in New York 
for a group of leading companies; and 
Hugh R. Loudon, United States man- 
ager of the Liverpool & London & 
Globe. 

In the “World” article John A. Hast- 

ings, secretary of the All-American 
Brokers, charged that “refusal to re- 
new the certificate was due to the in- 
fluence of the sixty-four British and 
British controlled insurance compa- 
nies.” This article was endorsed as 
correctly stating his own views by 
Robert M. Feely, president of the All- 
American, when seen by The Eastern 
Underwriter following restoration of the 
certificate. Also, Mr. Feely Said that 
his corporation wag about to file a suit 
for damages against the Exchange, 
based on a seven-weeks’ interruption to 
business and also alleging injury to 
credit, standing and reputation. 
_As a matter of simple fact “British 
influence” had nothing to do with the 
matter of the Exchange and the All- 
American’s certificate, Messrs. Bartow 
and Robb agree in declaring. In ap- 
plying for a renewal, it is explained, 
the corporation, as is required of all 
broker members, filed certain data. 
This included information that stock 
had been disposed of to more than 2,000 
persons, 

The Exchange has always stood for a 
rigid upholding of the anti-rebate law, 
and saw in this wide sale of stock a 
Probable violation since among so many 
stockholders might be assureds who in 
case dividends were declared would be 


———— 











Fire Insurance Department 





entitled to receive them. The facility 
with which rebates might be disguised 
as dividends has long been recognized 
and hence it was held that the anti- 
rebate law was undermined by the con- 
ditions as revealed; that section 65 of 
the law had been violated; and that 
the state department would probably 
refuse a renewal of the corporation’s 
license. 

The All-American Brokers protested 
to the Department, which asked the 
Exchange to explain why the certificate 
was withheld. On learning the cause 
the problem was referred. to the attor- 
ney-general who returned an opinion to 
the effect that even if a brokerage cor- 
poration did pay dividends to a share- 
holder, who also was a, client, that 
would not justify the Department in 
denying a license; also that it did not 
constitute a violation of Section 65. No 
dividend hag yet been paid by the cor- 
poration. 

Upon receiving from the Department 
this opinion of the attorney-general the 
special committee of the Exchange to 
which the matter had by this time been 
referred at once recommended renewal 
of the All-American’s certificate. 

Claims that no political or racial aims 
are subserved by the All-American 
Brokers were made by President Feely. 

“We do argue, however,’ he said, 
“that insurance funds should be kept 
for the development of America’s own 
enterprises instead of those of other 
countries. So our salesmen seek to 
persuade assureds to transfer what busi- 
ness they may have with foreign owned 
or controlled companies, whether Ger- 
man, Japanese, Dutch, French or Brit- 
ish, to American-owned companies. We 
ask that they use their own brokers to 
make such transfers, only exacting the 
condition that such brokers have affilia- 
tions only with American companies.” 

Mr. Feely describes his organization 
as a strong one, with millions of back- 
ing at its disposal. The offices at 19 
West 44th Street are commodious, in- 
cluding a large assembly room, where 
some two-score of salesmen were at- 
tending a weekly talk when The EHast- 
ern Underwriter man called. They 
also get together three mornings in a 
week, and instruction is given in a 
training class three nights a week. A 

(Continued on page 17) 








WANTED 


Wanted one copy each of 
the bound volumes of the 
Spectator for the years 
1917-1918, and price on any 
previous years. Write 
P. O. Box 1082, St. Joseph, 
Mo. No objections if have 
been used, but must not be 
damaged seriously. 
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MARINE AND FIRE INSURANCE COMPANY, Limited 








UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 
80 MAIDEN LANE, NEW YORK 





; _ THE AUTOMOBILE=> 








INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 


ASSETS 


$11,896,417.46 


LIABILITIES, EXCEPT CAPITAL 


$8,171,905.10 


SURPLUS TO POLICYHOLDERS 


$3, 124,512.36 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 
Parcel Post, Tourists’ Baggage, Personal Effects Floater, Jewelry 
Floater, Fine Arts. 




















Affiliated with 


AETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 
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oF NEw HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 
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LEWIS & GENDAR, INC. _ 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corporation | 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 0063-0064-0065 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., ef Eng. Firemen’s Ins. Co. of New Jersey 

Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 

Detroit F. & M. Ins. Co. of Mich. London & Scottish Assu. Corp. 
(Casualty) Indemnity Ins. Co. of N. A. 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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MIDDLETOWN, N. Y., Oct. 12—Be- 
cause the automobile has largely sup- 
planted the horse in the country the 
Ammakating Wallkill and Crawford 
Horse Thief Detecting Society, which 
has been in existence since July 9, 1877, 
has voted to disband and will hold a 
special meeting on Oct. 24 for that pur- 
pose, 

The organization has brought to jus- 
tice many horse thieves and recovered 
many stolen animals and at the present 
time has a fund of $1,000 in the treas- 
ury. 

If a stranger to this country should 
read the above notice recently clipped 
from a daily paper he might be justi- 
fied in believing that our morals were 
mending, but alas, this conclusion 
would be of short duration if he saw 
the list of stolen cars registered with 
insurance companies. 

I recall as a boy my grandfather 
kept a horse. Kept is the word, for 
one kept a horse in those days just as 
they now “own” an automobile even if 
it is being purchased by inches on a 
deferred payment plan with a large and 
elegant bonus added to the fire and 
theft policy. 

Now grandfather never locked the 
stable door after the horse was stolen, 
for he (or she) never was stolen, nor 
indeed were horse thieves particularly 
prevalent in those days, at least in the 
east, as witness the fact that the A. W. 
& C. H. T. D. Society, after more than 
fifty years’ operation, still has $1,000 
in the Treasury, (fire and casualty com- 
pany officials please take notice). 


It was really easy to steal a horse 
too in 1877—to be sure horses did not 
look so much alike as Fords, but then 
they had no number plates screwed to 
their front and rear ends and a bit of 
paint easily blotted out a white or gray 
spot for transportation purposes. 

No; I reckon folks were a bit more 
honest in those days, when burglars 
wore black masks and carried ’oil lan- 
terns and like Robin Hood merely 
robbed the rich instead of shaking down 
anybody who happens to own a dime or 
a Dodge as they (the thieves) do today. 

So perhaps it might be a good idea 
for casualty company agents (and here’s 
what I’ve been trying to get at all 
along) to carry newspaper clippings, 
such as the above, on their rambles after 
business as the subject suggests the 
evil days that have befallen us or come 
upon us as the case may be and the 
necessity of carrying adequate protec- 
tion. 

And furthermore this news item if 
shown to men over forty will often 
cause them to remark, “Oh sure, I re- 
member that years ago my father kept 
a horse and one day—’—and then they 
will tell a long, long story and you 
ean listen with an appearance of deep 
interest and they will appreciate the 
compliment of your eager eyed respon- 
siveness to the tale and likely enough 
afterwards pass you out a little busi- 
ness as a sort of a reward. 


Shnflrvage. Naoke_ 


Incorporated 1849 


Metropolitan Fire Agent 
C. G. Smith 
1 Liberty Street 


Service Department 


I Liberty Street 





SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


New York Offices 


Geo. A. Hill, Jr., Special Agent 


a 


Cash Capital $2,500,000.09 ||| 


General Marine Managers 


Talbot, Bird & Co., Inc. 
63-65 Beaver Street 
Metropolitan Auto Agent 


Leslie D. Forman 
75 Maiden Lane 


























RAILROAD PROPERTY RATES matching fire insurance in amount of 
each item. 
Explosion Conference Takes Timely Ac- Freight houses and sheds and pas 


tion In Regard To Issuing 
Insurance Coverage 





The Explosion Conference has issued 
to its members rates for explosion, 
riot and civil commotion insurance on 
railroad property. The rate commit- 
tee believes that present conditions war- 
rant the issuance of such rates not- 
withstanding the existence of Para- 
graph C, section 17 of division A of the 
rate sheet, which reads: 

“No jurisdiction is assumed over 
property owned by steam railroads 
written under general schedules, but 
this does not apply to merchandise in 
transit for individual owners.” The 
following rates are therefore recom- 
mended for the guidance of members: 

Insurance on property owned by 
steam railroads written under general 
schedule, including all property and 








Actual market value for all securities 





D. H, Dunham, President 
Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Ass’t Sec’y. 
John A, Snyder, Secretary 


THE 
MECHANICS 
INSURANCE CO. 


ef Philadelphia 
Organized 1854 
Statement January 1, 1921 
ASSETS AND LIABILITIES 
Capital ..........$ 600,000 
Reserve Reinsur- 
ance Fund....., 1,465,929 


Reserve all other 
liabilities ...... 


Net Surplus ...... 


159,357 
564,541 


i Total ............ $2,789,828 
Policyholders Surplus, $1,164,541 








D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H, Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, H. J. 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 
COOL. ..g vino cae $1,250,000 


Reserve  Reinsur- 
ance Fund ..... 5,191,079 


Reserve all other 
liabilities ...... 1,205,347 


Net Surplus ...... 2,086,742 
Total ............$9,733,168 
Policyholders Surplus, $3,336,742 











H. M. Gratz, President 

D. H. Dunham, Vice-President 

- Neal Bassett, Vice-President 
John Kay, Treasurer 
A, H. Hassinger, Ass’t. See’y. 


THE 
Girard F. « M. 
INSURANCE CO. 
of Philadelphia 
Organized 1853 
Statement February 16, 1921 
ASSETS AND LIABILITIES 
Capital ...°.......$1,000,000 

*Reserve Reinsur- 


ance Fund ..... 2,295,788 


*Reserve all other 
liabilities ....... 260,940 


Net Surplus ...... 449,841 
Total ............$4,006,570 


Policyholders Surplus, $1,449,841 
“As of December 31, 192. 























Loyal to friends and loyal agents — 





senger stations Class 1, 50% co-ingyr. 
ance rate, 


Locomotives, cars and other 


8 rolling 

stock, Class 3 “OC,” 50% co-insurance 

rate. 

7 For other railroad properties folloy 
classification of risks” (see Paragrapa 

2, section E). : 
For railroad properties not shown 


above or in table of class rates and 
classification of risks, Class 3, 50% co- 
insurance rate. 

Co-insurance.—Same percentage as 


used under fire insurance policies. 
Policy to contain warranty that in the 
event of loss on rolling stock adjust- 


ment to follow code of rules M. ¢. B,, 
American Railway Association. 

Railroad property not matching fire 
insurance in amount of each item. 

Apply specific class rate for cach ip- 
dividual property with not less than 
50% co-insurance clause and 40% 
rate for rolling stock, with 100% co- 
insurance clause mandatory. 

The above should not be construed as 
conflicting with the wording of Para- 
graph C, section 17, division A, read- 
ing: “But this does not apply to mer- 


chandise in transit for individual own- 
ers.” 

Property at a specific location not 
owned by a railroad company ni in- 
sured in the name of individu:ls shall 
take the class rate with not less than 
50% co-insurance clause, and  erchan- 
dise in transit the floater rate with 
100% co-insurance clause and un» deduc- 


tion for its use. 





STRONG FOR LIGHTNING RODS 





Scoffing of Former Days Ceases As 
Fire From Sky Takes Lead Among 





“Principal Causes” in illinois 
Commenting editorially on a dis 
patch from Chicago which says that 
105 fires were caused in [Illinois by 
lightning during September, ths being 
one-third of the total number, «nd that 


in no case was the building equipped 
with lightning rods, the Hartfo:d Cour- 





ant says it is a curious fact that while 
a few years ago it was the feshion to 
scoff at lightning rods now the authori- 
ties are urgent for their use. 7): light- 
ning fires of the month in Illinois 
caused a loss of $313,031, which was 
more than double the losses {rom all 
other “principal causes.” Spontaneous 
combustion caused a loss of $43,666, 
explosion $40,681, electricity $29,024, 
matches and tobacco $20,580, defective 
flues $20,425 and stoves and ‘urnaces 
$15,087. 
W. E. BATES MOVES 

Insurance Adjuster William /. Bates. 

who for many years was the !’hiladel- 


phia manager for the Liverpool and 
London and Globe, has moved his offices 
from the L. & L. & G. Building to the 
second floor of 520 Walnut Street. 
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w. H. Evert Heads 
Philadelphia Specials 


MADE PRESIDENT OF THE CLUB 





Commander Richardson, of the Navy, 
Tells of An Interesting Cruise; 
Club’s Prosperous Year 





At the annual meeting of the Under- 
writers’ Club of Philadelphia, which 
consists of special agents and company 
officials of the Eastern Pennsylvania 


district, the following officers were 
unanimously elected: president Walter 
H. Evert, London Assurance; vice- 


presidents H. R. Hoard, Peoples Nation- 
al; John P. Frazier, Norwich Union; 
treasurer, A. O. Denzel, Glens Falls; 
secretary, H. A. Thornton, Queen; 
chairnian of the membership commit- 
tee, George Velten Steeb; automobile 
membership committee, F. A. Staats, 
Fidelity-Phenix, and H. W. Masters. 

Mr. Evert succeeded F. A. Holman as 
president, and Mr. Frazier succeeded 
Mr. Evert as vice-president. 

The past year was the most important 
and most active and prosperous year 
in the history of this club. In October, 
1920, it had sixty-three active members, 
and in October, 1921, 101 active 
members and twenty-one honorary 
members. During the past year there 
were six meetings, each one being ac- 
companied by a dinner and the speak- 


ers, during the past year, were not ex- 
clusively insurance men, lending a di- 
versified interest to the proceedings of 


the various meetings. 

Financially the club is in a most ex- 
cellent condition, having a cash and 
Liberty Bond fund. 

At the last meeting Commander 
Richardson, U. S. N., gave his expe- 
rience as the Pilot of the N. C. E. on 
its trip from Rockaway to Newfound- 
land, and then to the Azores. Seventy 
attended the dinner and listened to the 
exceedingly interesting experience of 
the speaker. 

President Evert is state agent of the 
London Assurance in Pennsylvania. In 
his territory also are New Jersey, Mary- 
land and District of Columbia. He has 
been with the Company seven years. 


MALICIOUS DAMAGE SCHEME 








Philadelphia Real Estate Board’s Propo- 
sition of Interest to Insurance 
Men Ther: 





The Philadelphia Real Estate Board, 
representing ownings amounting to $1,- 
500,000,000 in value, has under consid- 
eration a proposed plan of insurance 
available only to clients of members of 
the organization, which ata cost of 
fifty cents per annum for each house 
will protect owners against such con- 
tingencies as malicious damage to vac- 
ant properties, water damage by burst- 
ing or leaking pipe, hot water appar- 
atus, leaking roofs, water spouts, drains 
and broken windows; damage from 
earthquakes, tornadoes or windstorms; 
breakage of plate glass, loss from bur- 
glary, theft, housebreaking or larceny, 
insurrection, riots, strikes or civil com- 
motion, air planes or other aerial craft; 
and loss of rent up to a specified figure 
on each property. 





THE INCENDIARY HEN 
This comes from Honolu’u: a man 
threw down a cigarette stub; a hen 
picked it up, ram under a poultry house, 
found the butt hot and dropped it. The 
butt started a fire that burned the 
house down.—Fireman’s Fund Record, 





POOL ROOMS 

Billiard and pool-rooms are responsi- 
ble for the failure of many insurance 
men. It is a bad habit which is about 
as hard to control as the rum habit. 
The State of Texas has seen the evil 
of pool rooms and has abolished them 
by special statute, which is certainly a 
God-send to the average insurance man, 
Says the National Life of U. S. A. 
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SOCIAL SERVICE 


In England during the great railroad strike, 
a doctor declined to attend the child of a 
striking engineer, saying he was himself “on 
a strike.” The engineer protested. The 
doctor’s work was for “humanity.” “No 
more than yours” was the physician’s reply. 
But he went. 


In this day of co-ordination each group, 
whether it be professional, craft, capital or 
labor, must keep in tune with the others. 
The members rust see beyond their own 
circle and recognize that “theirs” is a service 
to humanity. 








s 
eae CASH CAPITAL 
>, $12,000,000 











INSURANCE COMPANY 


EW YOR 


ELBRIDGE G. SNOW, President 





NEW YORK OFFICE: 56 CEDAR STREET 





























Became Agent One Day; 
Bought Home the Next 


HOW A.W. POST MADE HIS START 





Utica Agent Triumphed Over Many 
Difficulties Before He Landed 
Right; His Companies 





It isn’t so easy to be an insurance 
agent as some people seem to think. It 
is true that there are some corpora- 
tion secretaries, clerks, doctors, den- 
tists and plumbers in the business, but 
the story of Arthur W. Post, of Utica, 
N. Y., certainly throws some light on 
the difficulties which often beset the 
beginner in fire insurance production. 
Mr. Post is an agent of considerable 
importance; a man who has positive 
convictions which he is not afraid to 
express; and he insists upon using his 
own judgment and not being driven. 
Unusually successful he represents with 
intelligence and capability these com- 
panies: America Fore, Northern of 
New York; Albany; St. Paul, National 
Union, City of New York and York- 
shire. 

Now to tell the story of how he made 
his start, Away back in 1889 Mr. Post, 
son of an agent, obtained the agency 
of the Buffalo German and moved to 
Elmira, N. Y., because a friend told 
him that there seemed an opening there 
for a live agency. 

The First Three Days 

Upon his first day’s sojourn in the 
city he rented desk room in the law 
office of Denton & McDowell; obtained 
his supplies from the “Express” office; 
and made written application for mem- 
bership in the local board. On the fol- 
lowing day he spent all his cash for a 
house and lot; gave a mortgage for a 
greater amount to Arnots Bank for the 
balance of the purchase price; and ar- 
ranged with a bank to bring it a policy 
in the Buffalo German as mortgagee. 

On the third day Mr. Post went to 
the office of J. N. Ward, stamp clerk 
and secretary, asking him for a rate 
book. Ward advised Post that the lat- 
ter had not been elected a member of 
the board yet, and, therefore, he could 
not furnish him with the book. He said 
it would be furnished as soon as Post 
was elected; and informed him he 
would advise him when the event oc- 
curred. The notification was never 
received. 

About two weeks later Post received 
a letter from the bank that if he did 
not bring in the fire policy at once it 
would be obliged to place the business 
with some other agent. This aroused 
Post, who went to the board office and 
asked Ward to give him the rate on 
dwelling at No. 11 Harmon Street, ex- 
plaining his situation and showing him 
the letter from the bank. Ward again 
refused to give the rate as Post had 
not yet been elected a member of the 
board; nor could he explain when that 
event would take place. Very much 
perplexed the new agent returned to 
his desk and explained the situation to 
his landlord, a Mr. McDowell. McDow- 
ell said he would introduce Post to Mr. 
Perry, another agent, who would give 
him the rate. This meeting took 
place. Perry would not give him 
the rate, but advised Post to join 
the board, which Post thought strange 
inasmuch as his application for mem- 
bership had been in the board’s hands 
for at least two weeks, 

Acted on His Own Initiative 

Post then decided to take the matter 
into his own hands; so he wrote a pol- 
icy at 60 cents for three years; deliv- 
ered the policy to the bank; and sent 
a full explanation to the Buffalo Ger- 
man, promptly receiving a letter from 
Secretary Eckert that it was o. k. in 
every way. Post knew that 60 cents 
was the rate on similar risks in Ithaca 
where his father had conducted an 
agency. Upon receipt of this letter he 
at once began to write dwelling insur- 
ance at 60 cents, later finding out that 
the board rate was 75 cents. Here was 
a case where the board seemed to slip 
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a cog because if the members had 


elected Post he would not have been 
writing the 60 cents business. 

At the end of three months the Com- 
pany commenced to be overlined; so 
Post decided that he should have an- 
other company. Evidently, specials in 
those days were not chasing up new 
agencies with the pep they do now. 
Arriving in New York City Mr. Post 
called on an important company and 
he narrates his experience there as fol- 
lows: 

“T met a gentleman at the counter; 
informed him my name; said that my 
father had been agent of the company 
at Ithaca; and that I wanted the agen- 
cy at Elmira. The gentleman was 
courtesy itself, but advised me that I 
was a non-board agent and that I didn’t 
want his company because it was board. 
That was the first time I had ever 
heard of a non-board agent. I attempt- 
ed to explain, but he said he knew all 
about it; and suggested that I come 
with him. He put on his hat and took 
me to another office a few blocks away. 
Pointing to a doorway he told me to 
go in there and get an agency, wished 
me good luck and left. He did not give 
me his name and I have often won- 
dered who he was as I feel that I owe 
him much. Well, I went in and came 
out the appointed agent in Elmira of 
the old Eagle Fire. With this agency 
I returned home ready for work.” 

Helped By One Agent in Town 

The office of Denton & McDowell 
where Mr. Post had his desk was next 
door to the large insurance agency of 
Charles Swan & Sons, and as soon as 
he had written his first policy the sen- 
ior Mr, Swan, then an old gentleman 
with long, white hair, introduced him- 
self, and almost daily at noon time 
came into Post’s office, always with a 
smile, always with a word of advice, 
and also ready to encourage and sym- 
pathize, Post grew fond of him; in 
fact, he was the only agent in the town 
he knew or who recognized him. As a 
result Post would never accept a risk 
of the Swan office, even if it were of- 
fered to him, although this fact was 
never mentioned between them. 

One day Mr. Post went to the office 
of Samuel Friendly.to get a policy of 
$5,000 on his fine brick dwel.ing, which 
he had promised him several months 
before. He went in feeling all aglow 
over this nice bit of business in pros- 
pect, the most satisfactory line he had 
encountered to date. Friendly’s recep- 
tion was not friendly. He was cold 
as ice; said he had changed his mind; 
and the insurance would remain just 
where it was. During the interview 
he continued working at his desk. It 
was a tremendous disappointment and 
feeling very glum Post returned to his 
desk. Pretty soon the veteran Swan 
came in. It was not long before he 
noticed that something had gone amiss 
and in his usual slow and thoughtful 
way he found out why and sympathized. 
Next day he returned, brought up the 
subject again, and expressed the opin- 
ion that possible Post had not handled 
the case efficiently. “May be your ap 
proach wag not all right; possibly you 

said something you should not have 
said; or you may have overlooked to say 
something which you should have driv- 
en home,” was his suggestion. Post 
immediately returned to Friendly’s 
Office and this time sold the policy. 

That sale gave him a lot of encourage- 
ment and heiped him in the future. 
From that time he began to make 
progress; and moving to Utica he be- 
came one of the leading agents of the 
state. 





NEW NASHUA, N. H., AGENCY 

Henry L. Cashen, who for more than 
a year has been associated in Nashua, 
New Hampshire, with the late James 
B. Crowley’s insurance office, has sev- 
ered his connection with that agency to 
open his own. Mr. Cashen was former- 
ly a special agent for the Travelers in 
several states. His agency will special- 
ize in liability and casualty lines, but 
will also represent companies writing 
fire, surety, and life i e. 


LACQUERS BY PARCEL POST 





Mail Shipments Arouse Insurance Men; 
Leaky Container Might Play 
Havoc 





Here’s a chance for someone to get 
busy before there is a bad fire, or a 
series of them. 

Lacquers are being shipped through 
the mail by parcel post. Lacquer is 
the finish that is put on umbrella han- 
dles, metal pencils, women’s pocket- 
book tops, and on numerous other arti- 
cles, and is manufactured by a large 
number of people. 

In lacquer are solvents with low flash 
points from 70 to 90 degrees, and if a 
container leaks and comes into contact 
with a cigar or some other spark fires 
will be unavoidable. 





ENTERTAIN AUTO MEN 





Unique Smoker of Logue, Lowrie, 
Niehaus & Co. Began at 
10.30 O’Clock at Night 





Standing on the backs of chairs, 
hanging on each others’ shoulders, 
packed in like so many sardines, were 
the guests at the big smoker on Octo- 
ber 20, at the Pittsburgh Board of 
Trade, Logue, Lowrie, Niehaus & Co., 
hosts. This is a live-wire insurance 
agency. It was the most largely at- 
tended smoker ever held at the Board 
of Trade. The fun started at 10.30 
o'clock, an hour purposely chosen for 
the accommodation of the automobile 
dealers and salesmen at the Motor 
Square Automobile Show, who were the 
guests. There were vaudeville, motion 
pictures, cider, eats, cigars, and cigar- 
ettes. It was long after midnight when 
the frolic ceased and the hosts were 
swamped with a long line of hand- 
shakers. 
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TURN OVER BONDS 

Bonds valued at $205,000 have been 
ordered turned over to the Custodian 
of Alien Property at Washington, by 
Federal Judge Sater, Columbus O., 
Ohio State Superintendent of Insurance 
Gearhart, who has had charge of the 
bonds is relieved of all responsibility 
in the transfer. They were deposited 
by two German companies, the Ham- 
burg-Bremen, of Hamburg, and the 
Swiss National Insurance Co., of Basle, 
Switzerland. 

The bonds were demanded by for- 
mer Attorney-General Palmer, while he 
was Alien Property Custodian, under 
the trading with the enemy act. 


Wood-Fourth Insurance Agency 


ARROTT BUILDING, PITTSBURGH, PA. 


JOS. WINGERSON, Sec’y. 





GENERAL AGENTS 








H. A. LOGUE 
Chairman 
Pres. EDW. A. LOGUE, Vice-Pres. 
H. C. NIEHAUS, Treas. 
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Representative 


A combination of real S-E-R-V-I-C-E. 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov. Wash. - Northern - Agric.-G. Falls- 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 


70 Main Street 
SARANAC LAKE, N. Y. 
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102 Years of Service 


Losses Paid over $195,000.000 
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307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Established 1886—HARRY C. FRY, Jr., President 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 
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Offer Jenness Job 
To Edward R. Hardy 


HAS IT UNDER CONSIDERATION 








Great Insurance Educator Going to 
Syracuse Soon to Talk 
it Over 





E. R. Hardy, assistant manager of the 
New York Fire Insurance Exchange, 
sat reflectively through a luncheon 
which he had arranged of about twenty- 
five insurance men interested in the 
Insurance Institute on Tuesday noon 
at the Drug Club, after which he went 
to his office and listened reflectively 
to a committee of the Underwriters’ 
Association of New York State which 
came to offer Mr. Hardy the job of 
secretary of the Association to succeed 
F. W. Jenness. 

This is one of the hardest jobs to 
fll in the insurance business. Mr. 
Hardy is the mam who can get away 
with it, but that he was approached, is 
a matter of great surprise as it was 
thought that he is tied with a lock and 
chain to New York City. Here is a 
modest man about whom too many kind 
things cannot be said. His accomplish- 
ments, most admirable in their charac- 
ter, are never accompanied by brass 
pand playing. He works all day at the 
New York Fire Insurance Exchange and 
then spends half the night trying to 
educate his fellow men either as a uni- 
versity professor, or in connection with 
the Insurance Institute, which is the 
pride of his heart, or the Insurance 
Society of New York, of which he is 
secretary, or in giving advice to his 
son, the boy prodigy ot Columbia Uni- 
versity. 

Mr. Hardy is going to Syracuse in a 
few days to talk the matter over and 
he now has it under reflection. If he 
goes, New York City will be the loser 
and Syracuse, N. Y., will gain a most 
distinguished and desirable citizen. The 


James J. Hoey Resigns 
From the Continental 


WILL ENTER AGENCY WORK 





First Attracted Attention When Mem- 
ber of Assembly; His Work in 
Insurance Department 





James J. Hoey; who went from the 
New York State Insurance Department 
to the Continental Insurance Company 
where in a surprisingly short time he 
was elevated to the first. vice-presi- 
dency, has resigned. His future plans 
are not made public, but it is stated 
he will enter a local agency. He joined 
the Continental as executive special 
and began building up the metropolitan 
and suburban business of the compa- 
nies in the group, making an unusually 
good record. 

A forceful personality, speaker and 
writer Mr. Hoey first attracted public 
attention when he was a member of the 
legislature, serving on important com- 
mittees, including insurance. He joined 
the Department in 1912, and adminis- 
tered the New York Office with vigor 
and skill. He was there at the time 
workmen’s compensation was in the 
formative stage, and his counsel and 
helpfulness did much to help put that 
business on its feet. 





NEW F. F. SPECIALS 
Frank Keller has been appointed 
special agent of the Fireman’s Fund 
for New York metropolitan and New 
Jersey. Bayard Bigelow is_ special 
agent for New York State outside the 
metropolis. 








Underwriters’ Association of New York 


State is to be congratulated on the 
choice of its target. Next week will 
tell whether or not they hit it. 


Big Fire Prevention 
Day in Buffalo 


10th 





OCTOBER STOOD OUT 





Mayor Issued Proclamation; 72,000 
Leaflets Distributed; Many Posters 
Hung; Prizes Given 





General fire prevention day in Buffalo 
October 10th was a big success. 

The mayor issued a proclamation; 
72,000 leaflets were distributed in 
schools, all of them giving fire protec- 
tion hints; 1,200 large posters and 200 
smaller ones were distributed among in- 
dustrial risks and public garages; 
students of schools competed for a prize 
awarded for the best fire prevention 
poster; clergymen announced the day; 
local Mapers gave extensive notices 
for a week; the street commissioner 
did his share. Industrial plants had 
special drills; letters were sent to pub- 
lic garages requesting posting of bulle- 
tins and removal of fire hazards; there 
was a big fire prevention parade; and 
a fire prevention mass meeting, with 
address by Fred V. Bruns and others. 

It was all under the auspices of the 
Buffalo Safety Council. S. H. Coleman 
placed the resources of the Safety Coun- 
cil Office at the disposal of the commit- 
tee; and W. F. MacGlashan was ap- 
pointed general chairman of fire pre- 
vention day. The Buffalo Association of 
Fire Underwriters co-operated heartily. 





SOUTHWEST CHANGES 

The Southwest Service Office of the 
National Union at Memphis, has added 
Edward H. Lee to its staff. This de- 
partment office is managed by E. E. 
Cole, Jr., with R. E. L. Turner, Ad- 
juster and W. A. Hays, Cashier, all 
of whom have been connected with the 
National Union for many years. 








LOST 


ON WILLIAM STREET 


GOLD RIMMED EYEGLASSES 


Will finder please notify 


The Eastern Underwriter 
Beekman 2076 




















ANSWER ALL CHARGES 
(Continued from page 13) 


moving picture outfit is used at these 
meetings. 


“Here in New York we have 91 full 
time men reporting to this office, be- 
side a number of others on part time,” 
Mr. Feely said. “Our branches in other 
cities are: 

“Newark, Harvey W. Van Pelt, man- 
ager, twenty-seven agents employed, 
now advertising to build up to 100; Jer- 
sey City, Hugh A. Holahan, manager, 
fourteen men, advertising for more; 
Boston, office at 185 Devonshire Street, 
M. A. Hastings, manager, forty to forty- 
five men, some of these being trained to 
manage twelve branches to be opened 
in other Massachusetts cities; Chicago, 
220 South State Street, P. S. Condon, 
manager, fifty-two salesmen; Passaic, 
N. J., M. F. O’Malley, manager, seven 


men; Elizabeth, N. J., branch to be 
opened next week with L. Feinberg 
manager and twelve men; Bridgeport, 
Conn., Simon A. Crehan, manager. 


Many suburban offices who handle in- 
surance along with real estate are giv- 
ing us business. So everybody con- 
cerned might as well awake to the fact 
that we are in business to stay and to 
grow and act accordingly.” 








Norwich Union Fire Insurance Society Limited 


59 John Street, New York 


Hart Darlington 
Manager 





J. F. Van Riper, Branch Secretary 
J. H. Burger, Supt. of Agencies 
O. F. Gant, Asst. Supt. of Agencies 


Local Department, 100 William St. 


Norwich Union Indemnity Company 


45 John Street, New York 


W. G. Falconer, President 


NORWICH UNION policies are equal to any that 
can be purchased. They cost no more and have been 
backed for a century and a quarter by a reputation 


J. G. Mays, Secretary 


for honorably and liberally fulfilling obligations. 
They represent the SQUARE DEAL, 





In Union There Is Strength—In Norwich Union There Is Strength Plus Security And Service 


E. F. Schleyer, Secretary Metropoli- 
tan District 

Oliver Bennett, Asst. Secretary Met- 
ropolitan District 














Fire, Tornado, Automobile, Sprinkler Leakage, Use and Occupancy, Rents, Explo- 
sion, Riot and Civil Commotion, Tourist Baggage and all forms of Casualty Insurance. 
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Clauses Limiting 
Amounts Payable 


NEW RIEGEL-LOMAN BOOK 





“Insurance Principles and Practices” 
Published By Prentice-Hall, Inc., 
of This City 


From the Prentice-Hall, Inc., 70 Fifth 
Avenue, New York, comes one of the 
most interesting explanatory books on 
insurance which has been issued in re- 
eent years. “Insurance Principes and 
Practices” is its name, while the au- 
thors are Dr. Robert Riegel, professor 
of insurance at the Wharton School, 
University of Pennsylvania; and H. J. 
Loman, instructor in insurance at the 
University of Pennsylvania. Among 
subjects covered are accident and 
health policies, compensation insur- 
ance, automobile insurance, new stand- 
ard fire policy, insurable interest, sur- 
plus and dividends, reserve, life insur- 
ance, rates, settlement of losses, mar- 
ine insurance, corporate bonding, credit 
insurance and bibliography. 

Clauses Limiting the Amount Payable 

In a chapter on fire insurance en- 
dorsements the book has this to say of 
clauses limiting the amount payable: 

An effective method of exerting con- 
tro' over the insured is to insert a pro- 
vision which will make the amount he 
can recover depend upon his actions. 
There are therefore clauses of various 
kinds designed to limit the amount for 
which the company shall be liable un- 
der specified conditions. 

a. Three fourths value clause, which 
provides that in the event of loss the 
company shall not be liable for more 
than three-fourths of the cash value 
of the property at the time of the loss. 
The object of the clause is to compel 
the insured to carry a portion of the 
risk himself and thereby induce him to 
exercise care so as to reduce the risk. 
The endorsement of the c!ause enables 
the risk to be written at a much lower 
premium than would otherwise be pos- 
sible. 

b. Three-fourths loss clause, which 
limits the liability of a company tq 
three-fourths of the total loss sustained. 
The object and results of this clause 
are similar to those of the three-fourths 
value clause, b it its provisions are even 
stricter than th; provisions of the three- 
fourths value clause. 

c. Co-insurance clause, which pro- 
vides that the company shall be liable 
in the event of loss only in the propor- 
tion that the insurance taken bears to 
the insurance required to be taken, 
Thus, an 80% co-insurance clause re- 
quires that insurance be taken to the 
extent of at least 80% of the value 
of the property and penalizes the 
insured in the event of loss unless 
this is done. A 100% co-insurance 
clause requires that the insurance tak- 
en shall be equal to 100% of the value 
of the property. This is a most com- 
mon and important clause in fire insur- 
ance and an illustration of its operation 
will be useful. 

Let us assume that a building is 
valued at $40,000 and is insured for 
$20,000 under a policy containing an 
80% co-insurance clause. This clause 
requires that the insured shall take 
insurance to the extent of 80% of the 
value of the property ($32,000), but he 
has taken only $20,000 insurance and 
consequently, in the event of a $4,000 
loss, he would be paid only that pro- 
portion of the $4,000 loss that the in- 
surance taken ($20,000), bears to the 
insurance required ($32,000), or five- 
eighths. He would therefore receive 
five-eighths of $4,000, or $2,500, instead 
of the full indemnity, because he failed 
to carry the amount of insurance re- 
quired. Suppose that under the same 
circumstances the loss had been total. 
The insured could recover five-cighths 
of $40,000, or $25,000, if he had that 
much insurance, but his recovery is lim- 
ited by the face value of his policy to 
$20,000. 

Frequently Misunderstood 

This is a frequently misunderstood 

clause, because it is usually considered 
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Your Private Secretary 


should be the most efficient person you can 
possibly find for that position. 

Today’s conditions demand the highest type 
of intelligence, coupled with an indefatigable 
spirit for work, in that capacity. 

If not already equipped with help of that 
type, it will pay you to reply immediately to 
this message. 





“PRIVATE SECRETARY” 
The Eastern Underwriter 


| 86 Fulton Street New York 


























as applying to loss payments, whereas insurance company and maintaining 
it is equally logical to consider it as a equity between the persons insured, 
part of the rate-emaking system. The which is to limit the amount which the 
reason for its existence lies in the fact’ under-insured person can co_lect in the 
that the great majority of losses are event of loss. These two methods ot 
partial, Only one loss out of twenty- adjusting the rate or adjusting the 
five is a total loss in cities and prob- amount payable of losses can be made 
ably at least 70% of the losses are mathematically equivalent. 

under 10% of the value of the 





properiy. The financial operations 
of the company are based upon ESTABLISH EDFORD AGENCY 
the assumption that it takes in pre- Edford Agency, Inc., has been estab- 


miums sufficient to cover losses and in’ lished at 34 Pine Street, to write all 
fixing the rate of premium, whether it lines of insurance. It will represent the 
be express or implied, there is con- London & Lancashire Fire, the Safe- 
sidered a certain percentage of insur- guard and the London & Lancashire In- 
ance to value. Knowing that few losses demnity as Hudson County general 
are total, a lower rate could be quoted agent. It is understood that additional 
to a person taking 100% insurance than appointments, including a metropolitan 
to one taking 10%. On a $10,000 build- general agency and a State of New Jer- 
ing a loss of $1,000 would be a total sey general agency for automobile line, 
loss to the company in the latter case will be announced shortly. The officers 
and only a 10% loss in the former case. are: president, Edward C. Huelle; 
Now, if the same premium is charged vice-president and secretary, Clifford 
these two property owners there is H. Muller; and treasurer, Wilbur H. 
only one other way of protecting the Dean. 


RLOT 
CIVIL COMMOTION 


A Sideline which becomes a Mainline 











HE national emergency, caused by the 

anticipated railroad strike, brings Riot 
and Civil Commotion insurance into the 
limelight. 


The newspapers have advertised the need for 
this cover to the country. Be the first in your 
field to solicit a ripe market. 


“Save it for the Fidelity-Phenix” 


FIDELITY - PHENIX 


Fire Insurance Company 


HENRY EVANS, Chairman of the Board. C. R. STREET, President 


Cash Capital, 
$2,500,000 


WESTERN DEPT.: CANADIAN DEPT.: PACIFIC COAST DEPT:: . 

Alfred Stinson, Sec’y. W. E. Baldwin, Manager C. E. Allan, Secretary 

137 S. La Salle St., 17 St. John Street, Insurance Exchange Bldg., 
CHICAGO MONTREAL SAN FRANCISCO 





Maryland Stops 
Water Damage Here 


ACTION ONLY TEMPORARY 





Metropolitan Conditions for This Line 
Have Not Been Propitious, Says 
W. L. Francis 





The Maryland Casualty has tem- 
porarily discontinued the writing ot 
water damage business in Now Yop; 
City. This step was taken o: October 
1 on account of the heavy loss ratio 
in the metropolis on this line. 

“Conditions in New York hive beep 
very bad in 1920 and 1921. Tie sgityg. 
tion seems to be due to so many things 
that it is very difficult to put your finger 
on any single thing. The company > 
layed taking this action hoping the 
situation would take a turn for the 
better but conditions became so bai 
that the company felt the best thing 
it could do to protect its interests would 
be to stop writing the business until 
things took a turn for the better,” de. 
clared W. L. Francis, head of the Mary 
land Casualty water damage depart. 
ment. 


The loss ratio for 1921 in the water 
damage line will be abnormal. This 
is the opinion of W. L. Francis, of the 
Maryland. However, all things have a 
silver lining and already the dark 
clouds are showing signs of dispersing 


for with ever-increasing signs of gener. 
al business improvement and the ip. 
crease in rate of 25%, which was put 
in force about six months ago, Mr. 
Francis looks for conditions in this 
line to improve shortly. 


Outside of New York, which is a 
nightmare to water damage underwrit- 
ers, there are no “hot spots” that stand 


out. Just a condition of abnormal 
losses from all over the country with 
no section, no class or line of business 
standing out. 

The writer is in possession of the 
experience of one of the big Eastern 
companies in this line for the first 
nine months of this year and the fig- 
ures, which are about identical with 
the rest of the companies writing this 
business, are not at all satisfactory. 
On the whole country the water dam- 
age ratio for the first nine months of 
1921 is 120%. In New York City alone, 
it is 162% while outside cf New York, 
it is 84%. 

“The water damage business,” Mr. 
Francis informed your correspondent, 
“reflected a profit, not exceedingly 
large, up until 1920. For the six year 
period, 1914 to 1919 inclusive, there 
was a small underwriting profit on the 
line and the experience in 192) was 
just bad enough to wipe out the profit 
on the seven year period from 1914 to 
1920 inclusive.” 

In the Fire Line 


The situation in the fire business this 
year of reductions, cancellations and in- 
creased loss ratio is reflected in what 
may be termed its sister line, sprinkler 
leakage insurance. According to W. L. 
Francis, head of the sprinkler leakage 
department of the Maryland “asualty, 
the loss ratio in this line will be higher 
than last year. 

However, while the loss ratio may be 
higher, the losses paid this year are 
actually lower than the losses paid in 
the corresponding months of 1920. 
Practically all the business in the class 
is written on a 3% or 3 year term. 
With a business depression, business 
men started to slash their insurance 
and sprinkler leakage was one of the 
main lines to suffer with the result 
that there was an abnormal amount of 
reductions and cancellations on 1918, 
1919 and 1920 business in adiition to 
business written in 1921 and al! of these 
reductions and cancellations came in 
one year, the present one of 1921. 
This factor naturally caused « slump 
in the volume and an increase in the 
loss ratio, although as stated before, 
the losses paid out for the first nine 
months of this year are actualiy lower 


than the losses paid out for tle corre — 


sponding period of last year. 
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What New York Agents 
Thought of Fred W. Day 


REGRET MANAGER’S PASSING 





Statements By E. C. Roth, W. H. Hecox, 
R. S. Bowen and J. B. Coykendall 
Given to The Eastern Underwriter 





The widespread regret of agents, 
especially in this state, over the death 
of Fred W. Day, late manager of the 
Royal, was indicated by some of the 
estimates of Mr. Day received by The 
Eastern Underwriter. 

E. C. Roth, of Armstrong-Roth-Cady 
Co., Buffalo, said: 

“| know that the feelings which 
characterize all who knew Fred W. 
Day or enjoyed the privilege of inti- 
mate friendship are not such as can 
be suitably expressed in mere words, 
while there goes out of our hearts a 
profoundly sorrowful and affectionate 
sympathy too deep for ordinary speech. 
The usual tributes paid to the memory 
of dear friends seem inadequate to 
satisfy the mind in an attempt to give 
expression Of that tribute which his 
character and accomplishments compel. 
It needed not the shadow of death to 
make the graciousness of his personal- 
ity live in grateful minds as a gentle- 
man of noble heart, a sturdy and stead- 
fast friend with the courage and up- 
rightness which comes from clear 
thinking and affectionate regard for 
his fellow men.” 

William H. Hecox, Binghamton, an- 
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83 Maiden Lane, New York 
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United States Manager 











other agent who knew Mr. Day for 
years, said: “The passing of Fred W. 
Day ‘grieved and shocked me greatly. 
I had know him intimately for thirty 
years and valued his friendship beyond 
measure. He was a real man and his 
genial companionship will be missed, 
not only in his family but by his busi- 
ness associates and friends who are 
legion.” 

R. S. Bowen, of Bowen, Perry & 
Fobes, Syracuse, gave The Eastern 
Underwriter this expression of con- 
dolence: “I was shocked to learn of 
the death of my old friend, Fred W. 
Day. His personality had always im- 
pressed me; his loyalty he proved 
many times, and I shall not soon for- 
get his unfailing courtesy in all our 
business relations. His death is un- 
timely indeed and a loss to both his 
friends and the insurance fraternity 
with which he had been so actively 
identified.” 

J. B. Coykendall, agent of the Royal 
at Elmira, N. Y., said: “I can remem- 
ber Mr. Day as a young man, a quarter 
of a century ago, when he was a field 
man in this state; and I can testify 
as to his valuable advice to many of the 
local agents in this portion of the state. 
He was my old and esteemed friend; 
and I greatly regret his demise.” 


THE DR. GUNSAULUS TABLET 





Former President of Armour Institute 
Honored by Fire Underwriters 
Association of Northwest 





Armour Institute of Technology was 
honored at the recent annual meeting 
of the Fire Underwriters Association 
of the Northwest by the gift of a large 
bronze tablet in commemoration of the 
eminent service rendered in the cause 
of fire prevention by the late president, 
Dr. Frank W. Gunsaulus. 

This tablet, bearing a sculptured head 
of Dr. Gunsaulus and an inscription to 
his memory, was presented to the Iinsti- 
tute by seven of the leading fire insur- 
ance organizations of the United States 
through the Fire Underwriters Associa- 
tion of the Northwest. The speech of 
presentation was made by Wellington 
R. Townley, a past president of the as- 
sociation, and Howard M. Raymond, act- 
ing president of the Armour Institute 
of Technology, made the speech of ac- 
ceptance. 

The interest in fire prevention shown 
by Dr. Gunsaulus in 1903, when a union 
committee on fire protection called on 
him, resulted in the establishment of 
the present department of Fire Protec- 
tion engineering at the Institute, and 
laid the foundation for the only com- 


plete engineering course of its kind of- 
fered in any institution of the country. 

Fire insurance organizations have 
evidenced their interest in this work 
at the Institute through the co-opera- 
tion of the Underwriters Laboratories, 
Chicago, and the establishment of 
twenty-five scholarships awarded each 
year by a committee of insurance rep- 
resentatives for the duration of the four- 
year course. 





SOMMERS SOUTHERN TRIP 





Found Rice Farmers in South Working 
in Fields Instead of Spending 
Money in Towns 





Paul B. Sommers, superintendent of 
agencies of the American of Newark, 
returned a few days ago from a trip 
to the Southwest. He met a number of 
fastern insurance men on the trip, 
including Messrs. Lovejoy and Long, 
of the Phoenix of Hartford; and Sher- 
man, of the Sun, the latter being ac- 
companied by the foreign manager. 

One interesting sidelight of his trip 
was he noted that the rice farmers are 
doing their own work, whereas in a 
former trip they were spending their 
time largely in the cities in their newly 
purchased automobiles, letting hired 
men attend to the rice fields. Oil at 
$1.75 and cotton at 22 cents are putting 
the farmers into a happier frame of 
mind. There is a short cotton crop in 
East Texas, but the West Texas crop 
is the largest it has ever been. 





BOSTON DINNER 

The Massachusetts Association of In- 
surance Agents will dine at the Boston 
City Club tonight. Among the speakers 
are James L. Case, of the National As- 
sociation; C. W. Hobbs, insurance com- 
missioner; T. Alfred Fleming, super- 
visor of conservation of the National 
Board, and Alfred Davenport of Boston. 
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Insurance Society’s Walter Carter Praises a 
Banquet at Astor Insurance Papers A GENERAL AGENCY OFFICE MORE THAN HALF CENTURY OLD 


GOOD TALKS; LOTS OF FUN 





Some Day Windows Will Open So 
Guests at This Hotel Won’t Be 
Asphyxiated 





The Hotel Astor, which has a lobby 
the size of a band-box, which has a 
tiny coat room where there are football 
scrimmages every night, which has 
waiters who ask for a tip before the 
dinner is completely served, and which 
makes more money than most of the 
patients of the Untermyer Clinic, nearly 
suffocated a thousand good and true 
insurance men on Tuesday night at the 
banquet of the Insurance Society of 
New York. The Astor does not believe 
in ventilation and the smoke barrage 
was the greatest since the Battle of 
Jutland. The climax came when a 
third assistant waiter with a “wine 
card” approached that skilled and dash- 
ing banqueteer, Bayard P. Holmes, who 
had his own table, and asked him if 
he wanted a raspberry cup. “No,” 
snapped Holmes, “nor a raspberry sun- 
dae either.” 

And,-yet, despite all these handicaps, 
nearly everybody stayed until the end 
because the speeches were of fine qual- 
ity and the evening a jolly affair. The 
speakers’ table offered its problems, 
for while it extended from Broadway 
nearly to 8th Avenue, with President 
Falconer, of the Norwich Union In- 
demnity, at one end, and C. A. Ludlum, 
vice-president of the Home, at the 
other, some other distinguished guests, 
including a United States manager of 
one company and the president of an- 
other, “sat with their own pee-pul.” 

On William Street a dignified and 
serious-appearing man, C. R. Pitcher, 
of the Royal, the presiding officer, and 
president of the Society, demonstrated 
that he was a first-class story-teller, 
and his introductions were felicitous. 
James V. Barry tells his funny story 
about corpses; Mr. Pitcher locates his 
in the infernal regions. He got along 
swimmingly until he tried to kid the 
Pennsylvania commissioner, Tom Don- 
aldson, about Philadelphia. Here he 
laid himself open to all the funny cracks 
about New York which outsiders love 
to spring. This is along the general 
idea that “Gyp, the Blood,” and “Lefty 
Louis” are the most respectable citizens 
in these here parts. In a minute or 
two the commissioner had the room in 
an uproar of laughter. Speaking seri- 
ously, the most interesting. thing he 
said in his speech, was that the Insur- 
ance Federation is forming all the in- 
surance people in the various Pennsyl- 
vania counties into close unions by 
which community complaints can be set- 
tled on the spot or sent to the insur- 
ance department or the companies, 
whichever may be the proper destina- 
tion. 

Walter Carter, general attorney for 
the Royal, polished and_ scholariy, 
talked on education. E. D. Duffield, 
stalwart and brainy vice-president and 
associate general counsel of the Pru- 
dential, made a rattling good talk on 
Americanism which is reproduced in 
part in the life section. He said the 
business of an insurance company was 
primarily to insure, not to settle hous- 
ing situations. 

Jesse S. Phillips, the retiring super- 
intendent, was introduced to the crowd 
by J. M. Marshall, of the Northern. The 
new commissioner of New Jersey, Mr. 
Tuttle, was also present, as were Insur- 
ance Society pioneers, including Henry 
P. Burke, Philadelphia; B. N. Handy, 
Boston; Louis Denniston, Hartford; and 
L. A. Tanner. The Insurance Society 
has 1,100 members and 11,000 books. 





Robert S. Sisson, seventy-five year 
i old insurance agent of Lynn, Mass., is 


CONDUCTED WITH ABILITY 





Kind Words Also for Insurance Com- 
missioners, Insurance Society and 
Insurance Institute 





Walter Carter, general attorney of the 
Royal, was one of the principal speak- 
ers before the Insurance Society on 
Tuesday night, discussing the value of 
education in insurance. He paid a trib- 
ute to the insurance newspapers, the in- 
surance commissioners, the Insurance 
Society of New York and the Insurance 
Institute. 

Of the newspapers he said: “What 
an educative power the insurance press 
possesses and how efficiently it uses it. 
The current events of the business are 
discussed and examined in the columns 
of our journals with critical frankness 
and discerning ability. Law cases, 
technical problems, underwriting discus- 
sions, are faithfully reported. I think 
we may all hope to broaden our educa- 
tion by a study of the insurance press 
in this country.” ; 

Of the commissioners he said: “I 
cannot omit to pay a tribute to the 
commissioners for the fairness and im- 
part‘ality which they bring to exercise 
of their responsible duties. I think it 
is happy for us all that we may claim 
that our business is in that healthy 
state where it is the aim of both com- 
panies and commissioners to ensure its 
conduct on a basis where the interests 
of companies, agents and insured pub- 
lic alike—may all be equitably treated, 
to rid it of all abuses and to establish 
it upon a firm financial basis which 
may withstand the buffetings of chance.” 

On the subject of general education 
Mr. Carter had this to say: “It is the 
proper ambition of every boy who comes 
into our offices to achieve a position 
where he may have the freedom to 
exercise initiative and may feel the 
weight of responsibility of decision, and 
I leave it to those who have achieved 
the coveted rank of executives to say 
how keenly their powers of observation 
are strained to discover signs of such 
budding ability in those who come un- 
cer their control. 

“Education is the password which en- 
ables us to pass through the portals to 
responsibility. A trained mind engaged 

in a business of wide outlook like our 
own, seeks other avenues of activity. 
Science, the Arts, Literature. all make 
their appeal, and in accordance with 
our own bent and inclination, bring 
pleasure to us in our hours of relaxa- 
tion from business cares in a manner 
which would be less satisfying without 
education.” 


H. R. CLOUGH WAS ILL 








But Is In Better Health Now He Says 
In Letter to National Liberty 
Board Chairman 





M. J. Averbeck, chairman of the 
board of the National Liberty, has re- 
ceived a letter from H. R. Clough from 
Iondon. Clough resigned as president 
of the National Liberty after a short 
term in office. The letter- reads in part: 

“IT spent a good part of the time on 
the boat in my stateroom under the doc- 
tor’s care. * * * but I am better now. 
* * * YT have been to see Dr. Blair 
Bell, the specialist who operated on my 
wife, and he seems hopeful about her 
now, i. e. that a second operation may 
be avoided. * * * It will be needless 
for me to add that I shall watch with 
keen interest the progress of the com- 
pany and that I wish every success to 
its officers, especially yourself. * * * 
I will write again soon, but in the mean- 
time I want to express to both yourself 
and friend Avery my appreciation of 
your great svmpathy and kindness. * * 
* Your radio to the boat touched me 
deeply. * * * Met Percy Chubb in 
the hotel here last evening. His first 
question was, ‘Been over-working, 
Clough?’ ” 
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Mississippi Muddle 
As Seen From Hartford 


PARTLY BLAME ILLITERACY 





Hartford “Courant” Says People in 
That State Haven’t Much Educa- 
tion And Are Easily Misled 





Whoever wrote the story “Mississip- 
pi Muddle Is Easily Explained” in the 
Hartford “Courant” of Sunday, the fact 
remains that it is an interesting side- 
light. The “Courant” puts the blam 
up to “Illiteracy of people and lack’ 6 
news sources.” The story follows: 

“What’s the matter in Mississippi?” 

That 
of late in Hartford’s insurance cities. 
The news that companies here are in- 
cluded in. the list subject to fines 
in some cases reaching $195,875 has 
created considerable bewildermeht, 
particularly among casual newspaper 
readers who have already believed 
that Hartford’s insurance companies 
are above reproach, that their integrity 
and good intentions are above question. 
And yet they read that in at least. one 
state the local insurance companies are 
considered guilty as law violators. 
Hence it is appropriate to give a brie 
explanation of the why and wherefor 
of the present situation. 

To begin with Mississippi is a rural 
state. Whereas the federal census 
figures show that upwards of nifie 
out of ten of the people in Connecticut 
live in towns or cities with over 2,500 
inhabitants, in Mississippi the case is 
reversed, the rural population being 1,- 
589,803 as compared to 207,311 living in 
urban communities. nf 

And in illiteracy Mississippi almost 
takes first honors (?). To be exact 


the state has the third worst record’ 


in that respect, for federal census = 
ures show that in illiterate males 0 
voting age Louisiana leads with 28.6%; 
South Carolina comes second with 27:1 
and Mississippi is a close third with 
25.3. As compared with these figures 
Connecticut has only 6.8%, while in 
some of the mid-Western states the 
oe is substantially less than 
‘0. 
Poor Newspapers 

Now it is always granted that an 
intelligent rural population ranks high 
in point of good judgment. But when, 
as is the case in Mississippi, illiteracy 
is at a point which is most discreditable 
to the state, where the only mediums 
of information are small, poorly edited 
and little circulated weekly papers, it is 
not strange that the state should act 
as it does. The same soil which proves 
fertile ground for the Ku Klux Klan, 
and kindred displays’ of “American- 
ism,” is fertile soil for attacks on “the 
vested interests” and “Wall Street,” 
and hence the Hartford insurance com- 
panies are no longer writing insurance 
in that state, 

In passing, it should be mentionéd 
that in Mississippi the state revenue 
agent receives a percentage o 
amount obtained through succéss 
Prosecutions. Moreover the staté is 
understood to be in a position where 
it could comfortably use several mil- 
lion of dollars. In one instance 1 
Past Mississippi had a new state ho 
as the result of prosecutions under her 
anti-trust laws. 

The fire insurance companies in 
Mississippi, as im other states, co-oper- 
ate to the extent of maintaining a joint 
rate making bureau, which decides on 
the hazards in the different towns or 


question is frequently heard" 


i 








of Watertonon. 16%. 
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age, Riot and Explosion In- 


E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEP’T. 
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GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 


GRANNETT AGENCY OPENED 


Windstorm, P. A. Grannett has been appointed 
uptown manager of the London Assur- 
ance Corporation, his office being lo- 
cated at 2300 Broadway. Mr. Grannett 
expects to have other companies repre- 
sented in his office later on. 


Marine, 
Sprinkler Leak- 


surance. 





N. Y. SUBURBAN & NO. N. J. W. H. Cameron has retired from the 
secretaryship of the National Work- 
men’s Compensation Service Bureau 
and has been elected executive secre- 


tary of the National Safety Council. 














TOTAL ASSETS - 
TOTAL LIABILITIES 
| NET SURPLUS - 


O. J. PRIOR, President 


INCORPORATED 1868 


* The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 





SOUND, SOLID AND SUCCESSFUL 


| |NEW HAMPSHIRE 
| FIRE 
INSURANCE Co. 


$1,559,363.71 
935,524.08 G MaNcCHESTER.NH. » 
623,839.01 


W. M. CROZER, Secretary | 






oo, 

















villages, considering the fire protection 
facilities, and fixes rates accordingly. 
At the best, this is an expensive pro- 
cess but with all companies co-operating 
the cost is reduced to a minimum, each 
pays a comparatively small amount of 
this total and the person buying insur- 
ance pays much less than otherwise 
would be the case. However, according 
to the peculiar Mississippi state laws, 
this comes under the anti-trust classifi- 
cation. The state literally maintains 
that each company should support its 
own rate making bureau, which in the 
case of most companies. would involve 
an expense in excess of the total yearly 
premiums. 
Regret Incident 

Fire insurance men here frankly re- 
gret the Mississippi incident. It again 
shows that the danger of excessive, but 
legitimate, losses from fires is not so 
very much greater than the danger 
from the politician who grasps an op- 
portunity to befuddle an illitérate popu- 
lation. The situation is in some ways 
decidedly disturbing, but fortunately no 
other state appears likely to follow in 
the wake of the Southern revenue 
agent. 

At the beginning of the Mississippi 
litigation the Hartford Fire of this city 
was doing the largest business in that 
state, while the Aetna Fire, Phoenix 
Fire, National, Automobile, the Orient 
and other local companies were writing 
actively. At present all of the leading 
companies in the country have with- 
drawn and from present indications 
there is slight chance of Mississippi 
property owners being able to secure 
reliable fire protection for a long period 


in advance. 





$175,000 RAIN POLICY 

A rain insurance policy of $175.000 
is being carried by the Southern Fair 
Association which is conducting an 
important fair in Atlanta this week. 
It is understood the premium is $10,500. 
The agency writing it was the Smith- 
Winn Company; Company, the Hart- 
ford. 


General Chauncey B. Baker, vice- 
president of the Market Exchange Bank, 





,,Solumbus, and recently named as chair- 
ee of the board of the American Na- 


tional Fire, has been elected to the 
presidency of that company, succeed- 
ing John W. Zuber. Mr. Zuber resigned, 
that he might devote his time to the 
Columbus Tire and Rubber Co., and 
other interests with which he has been 
identified for some time. 





$100,000,000 POSSIBILITY 
That Amount of Loss Subject To One 
Terminal Fire Thinks Pier Com- 
mittee of N. F. P. A. 








The National Fire Protection Asso- 
ciation’s committee on docks, piers and 
wharves is of the opinion that as much » 
as $100,000,000 in values are subject | GQ === 
to one terminal fire; and that it is 

uite possible to have a $20,000,000 
catisaibaas in a dock fire. It . now en- “eee oe 

CASH CAPITAL $ 1.750,000.00 


gaged in enlisting the interest and co- 
operation of harbor and other associa- 
tions in its pier construction standard- 
ization work, which in brief is to stand- 
ardize and make fire resistive pier con- 
struction; conserve hazards of harbors, 


and protect piers. 
The committee’s activities may result * e 
in pier and wharf construction standard- ationa erty 


ASSETS $ |9,277.226.70 
LIABILITIES,Except Capital $ 5,905,.643.86 
NET SURPLUS $ 2,623.562.84 
SURPLUS TO POLICY HOLDERS $ 4,373,582.84 

















ization committees being appointed by 
these associations: American Associa- INSURANCE COMPANY 
OF AMERICA 


tion of Port Authorities, American In- 
stitute of Architects, American Society 
of Civil Engineers, and steamship and 
stevedore inter-organizations. 





{ncoporated Under the Laws of the 
s 


tate of New York in 1859 


NEW WHIST RULES 





Statement, January 1, 1921 
oneal $ 1,000,000.00 
12,071,029.44 


Florence Irwin, Distinguished Authority 
On Game, Prepares Them for 
Pennsylvania Agents 


Cash Capital 
Assets 
Liabilities, 

Capital 
Net Surplus 
Surplus to Policy 

Holders 


eee eee ewere 





including 


The Pennsylvania Fire Insurance 
Comvany has sent to agents a real 
novelty. It is a brand new set of thir- 
teen auction bridge rules written es- 
pecially for that Company by Florence 
Irwin, the noted whist authority. These 
have been christened “The Quaker 13” 
‘by the Pennsylvania, and are neatly and 
attractively printed. 


8,565,072.02 
3,505,957.42 


4,505,957.42 
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West Virginia, Wisconsin. 


A good company for good agents. 
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MUTUAL IN COURT 


TO SECURE CREDIT 


(Continued from page 1) 


of liquidation they can transfer imme- 
diately on their ledger accounts funds 
classed as unearned premiums, liabil- 
ities, to cash on hand, assets, and so 
Satisfy the legal requirements of the 
state. 

The Insurance Department informs 
The Eastern Underwriter that the Na- 
tional has a mighty hard fight on its 
hands to secure a decision contrary 
to what has customarily been regarded 
as a correct interpretation of the law 
by the superintendent, 


Lutz Explains Assessment Value 


Addressing the brokers Mr. Lutz 
stated with some feeling that the as- 
sessment clause in each policy to which 
the assured signs his name and legally 
binds himself is a contractual promise 
to pay when an emergency exists and 
therefore some credit should be allowed 
for the amounts potentially collectible 
under the clause defining rights and 
liabilities of assureds. In a former 
controversy the courts held, according 
to statements made at the dinner, that 
advance premium notes, merely paper 
assets, had a distinct monetary value 
and were used to bolster the assets of 
the organization involved in that par- 
ticular case 

“If the power to assess has a value,” 
Mr. Lutz said, “we want to know it 
and get credit for it. Otherwise, we 
want to get rid of that feature of our 
policies for many assureds mistakenly 
believe the assessment provision to be 
detrimental to their own interests.” 

The clause defining the liabilities of 
assureds of the National reads in part 
as follows: “The Board of Directors 
shall make an assessment upon the 
members of the corporation when the 
cash funds of the corporation are less 
than the required reserves for unearned 
premiums, losses and expenses. The 
liability of any member to assessment, 
for any one policy year or part thereof, 
shall be at least, but in no event greater 
than, an amount equal to twice the 
amount of, and in addition to, his pre- 
mium computed for the policy term.” 

If the National is required to set 
aside as liabilities funds classed as un- 
earned premiums, cash which the com- 
pany promises to return to policyhold- 
ers in case policies are cancelled then 
it is only equitable in the cpinion of 
the National’s general manager that 
monies retained in trust by assureds, 
but belonging to the company under the 
terms of the assessment clause should 
in part at least be recognized as ad- 
mitted assets. Such funds constitute 
the legitimate surpluses of mutual com- 
panies Mr. Lutz told the brokers and 
if the company is trusted to pay the 
funds of assureds held until expended 
in the form of losses, return premiums 
or dividends, then the honesty and 
ability of assureds to pay assessments 
should be recognized by the State De- 
partment. At present, Mr. Lutz said, 
the feeling that there are difficulties, 


delays and inconveniences associated 
with the collection of assessments and 
that they are intangible assets, has 
militated against the confidence placed 
in the worthiness of assessment clauses. 

Should the National manage to se- 
cure the very improbable legal victory 
in this controversy it would greatly 
reduce the frequence with which mu- 
tuals become impaired and forced into 
liquidation because they could then in- 
clude in their assets a potentially col- 
lectible amount equal to some specific 
percentage of the assessment liabili- 
ties of the assured; in this instance 
equal to the amount of unearned pre- 
miums held by the National. 

Open Letter to Brokers and Assureds 

In an open letter addressed to bro- 
kers and to the up-state managers of 
the National, before whom he spoke 
Thursday evening at Syracuse, Mr. 
Lutz described the difficulty with the 
insurance department as follows: 

“Your company, the National Auto- 
mobile Mutual Casualty Company, since 
its organization, has been subjected to 
knocks and slurs by stock company 
competitors and their friends, but your 
company has nevertheless continued to 
expand, proving the fact, that ‘every 
knock constitutes a boost. * * * 

“Even the laws under which automo- 
bile mutuals operate throw an unwar- 
ranted burden on mutual companies, 
thereby tending to discourage that form 
of insurance which most truly serves 
the public, 

“The result is that your company, 
the first of its kind to operate in the 
State of New York, having faithfully 
served you for the past years, is now 
required by the Insurance Department 
to fulfill certain technical conditions 
which your officers feel are not justi- 
fied. In view of possible rumors and 
reports which might otherwise tend to 
cause you to lose confidence in your 
company, your officers desire to make 
a statement which should clear your 
mind entirely of any doubt as to the 
financial responsibility of your com- 
pany, the ‘National.’ 

Will Resort to Courts 

“Your company today is possessed 
of assets admitted by the Insurance 
Department of over a quarter million 
dollars, more than $150,000 of this be- 
ing represented in cash in the bank. 
In addition to this your company is 
possessed, today, of contingent assets 
of over $1,000,000 with which to pay 
any possible losses. The Insurance De- 
partment has taken the view that cer- 
tain valuable assets of your company 
should not be admitted, even though 
there is no question that they are rep- 
resented in cash in the company’s 
hands today. Your officers do not criti- 
cize the Insurance Department for this 
attitude inasmuch as the law under 
which we operate does not cover the 


therefore, given this matter careful con- 
sideration and unanimously decided 
that it would be a gross neglect of 
duty, on their part, if they did not use 
every effort to insist on the Department 
admitting all of the assets of the com- 
pany that should appear as assets. The 
Department has issued a refusal to your 
company on this point, and under the 
guidance of several of the foremost at- 
torneys in the State of New York, your 
officers are having them bring this mat- 
ter before the Courts so that a ruling 
may be obtained which will establish 
your company’s rights and at the same 
yay make clear an ambiguous mutual 
aw 

“Your officers ask that you co-operate 
with them. In so doing you will not 
only serve your company, but more 
especially serve yourself. Your com- 
pany’s financial condition today is such 
that no policyholder could in any way 
suffer loss. Never in the history of the 
company has 
been better. Mutual insurance is here 
to stay and the ‘National’ is here to 
stay. We know that you want both 
mutual insurance and ‘Your Company’ 
and that your cooperation is going to 
be accorded us.” 

Liability Rates Increased 

Beginning this week the National’s 
rates on liability and property damage 
policies are raised 10% to fulfill the 
wishes of the State Insurance Depart- 
ment. As Mr. Lutz explained it the 
increase comes in the nature of mem- 
bership fee, the money to be set aside 
in a separate fund and expended solely ' 
for the payment of losses and expenses 
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in the event that the customary ac. 
counts delegated to care for those ex. 
penses are entirely wiped out. The 
membership proposition was sanctioned 
in February by the policyholders. Be. 
cause collision rates are now on the 
level with the conference rates they 
will be lowered sufficiently to absorb 
the membership fee. 

The membership fees, in reality 
segregated assets, will not be classed 
as unearned premiums but will remain 
in a separate surplus fund. 

The membership clause follows: 

“Rw addition to the premium as specified, there 
shall be charged an annual membership fee and 


eh member shall be required to pay such fee 
the fime of payment of his premium. Such 


‘ fee shall be = per aceuee of his policy pre. 
a pm, except that no fee for any one mmbe 
Chall be less than Three Dollars ($3.0) a 


ener jthan Twenty-Five ($25.00) Dollars, 
e ership fees will not be subject to any re. 
# turm tothe member nor shall such fees be sub. 


ct to ie! acquisition or managerial e ense 

t shall be used solely for the payment of 
{sees and loss expenses or may be credited 
to surplus. 
ae" Entirely Mutual Evening 

Not only was the. National, a mutual, 
host of, the evening at the banquet but 


« bot e company and the brokers ex. 
by Fibdeba 


ad “mutual” confidence in one an- 
other. Edson S. Lott’s name was men- 
tioned frequently, Mr. Lutz maintain. 
ing that the mutuals were rece iving 
a’ Rest of profitable advertising since 
the;)) ‘ anti-mutual campaigns were 
launched by the stock insurance com- 
panies. Cheered by an excellent meal 
jjand, lots of music the National’s bro- 
kers expressed themselves as prepared 
and willing to “do and die” for mu- 
tualism. 
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point in question, but leaves it ambigu- 
ous. Your officers and directors have, 
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Norwich Union In 
Attractive New Home 


NEW ADDRESS 75 MAIDEN LANE 





Both Fire and Casualty Companies 
Have Double Floor Space Available 
At Old Quarters 





hen a famous; ol e@ company 
wens a lusty y' eB about the 
time that John Adams:"was president 
of the United States moves it is a news 
item. All of which leads up to the 
statement that the Norwich Union is 
now located in its, beautiful and com- 
modious new quarters in the new Per- 
rin Building at 75 Maiden Lane. 

There are certain names in insurance 
which carry @ lot of weight because you 
can't do business Over a long period of 
generations, always doing the square 
thing, building up friendships and car- 
rying out your promises, without mak- 
ing a reputation, The Norwich Union, 
the United States branch of which has 
admitted assets of more than $5,400,000, 
got its reputation years ago, and years 
have only added to the lustre. It cer- 
tainly has one of the names to conjure 
with in fire insurance, .Many an agent 
represents it as his father did before 
and is proud of it, The company began 
pusiness in 1797. But that’s digress- 
ing. This is a removal story. 

Some two weeks ago the Norwich 
Union Indemnity Company completed 
its transfer from 59 John Street to the 
fourth floor of the Perrin Building, and 
lat week the Norwich’ Union Fire 
moved into its more spacious offices. 
Both companies are now completely 
settled. The efficient arrangement of 
the various departments, of the Norwich 
Union Fire and of its running mate, the 
Norwich Union Indemnity, is receiving 
praise from visitors. 

Each of ihe companies has double 
the space available in the old quarters, 
each of the two floors having an area 
of 10,500 feet. Much of the floor space 
is covered with linoleum. 

Color Scheme 

The entire fifth floor of the building 
is given over to the, Norwich Union 
Fire and a battery of three passenger 
elevators makes aecess; easy. 

Stepping out of the elevator, the visi- 
tor’s attention is caught by the unusual 
amount of daylight whieh floods the 
various sections of the fl6or. The color- 
ing, buff walls an@ white ceilings, adds 


t 


to the brightness and the, rich mahog- 
any furnishing sets it, . The arti- 
ficial light comes from, . duplexo sys- 


tem of electric illumination, and it is a 
decidedly attractive feature. Maximum 
ease for eye-sight is @ssured by the 
diffused light, which’ gliminates shad- 
ows. nF : 

Entering the quarters'6f the Norwich 
Union Fire, one finds oneself in a spa- 
cious lobby separated from the main 
section by a mahogany railing. To the 
right is the information booth and tele- 
phone operator. Facing’ the elevators 
is the loss depattment, on the right, 


with the office of the ¢hief adjuster, 
and on the left ig the underwriting de- 
partment and the file elerks and files. 





The entire south 
floor is given over 
department, which 1 
three sides of the bu 
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the last word in dir 
Piece of furniture and. the office parti- 
tions are new—Harll ® old piece be- 


ing transferred from: 
John Street, Rh AOE 
The United States Manager 
The United States @ii@mager of the 
Norwich Union, ,Hart..Dariington, as- 





sumed his duties on September 1, 1921. 
His appointment met with ‘idespread 
approval. He had already won his 
spurs as assistant manager of the 
Phoenix Assurance of London, vice- 
president of the Imperial of New York, 
and assistant fire manager of the Col- 
umbia of New Jersey. Mr. iarlington 
has been in the insurance business for 
about 28 years, his first work having 
been for a local agency in Chicago. His 
debut in New York was wh2n he was 
tiansferred here as state agent cf the 
Insurance Company of the State of 
Pennsylvania. In 1913 he was elected 
vice-president of that company, going 
to the Home Office in Philadelphia, but 
later in the year he resigned to become 
state agent of the Phoenix for New 
York. Shortly thereafter he was ap- 
pointed assistant United States man- 
ager of the Phoenix. Mr. Darlington 
is an all-around underwriter and exec- 
utive; is progressive, believes in de- 
velopment along aggressive but com- 





Copyright by Champlain Studios. 
HART DARLINGTON 


mon-sense lines; and is level headed 
and courteous. 
Secretary Van Riper 

J. F. Van Riper, has been branch 
secretary of the Norwich Union Fire 
since 1907. He has seen the company’s 
business. grow from a small premium 
income to the large volume which it 
has today. Mr. Van Riper began his busi- 
ness career in 1878 as a clerk in a law 
office. Duirng the period 1879-85 he was 
associated with Henry Villard of the 
Oregon Railway and Navigation Com- 
pany. In February, 1885, he joined the 
Norwich Union Fire and has been with 
the company in its New York office ever 
since. For eight and one-half years he 
was in the underwriting department. 
On July 1, 1893, he was appointed as- 
sistant branch secretary and on August 
1, 1907, was promoted to the position 
of branch secretary. Mr. Van Riper 
was born in New York City. He is a 
close student of insurance and hag writ- 
ten well on various phases of the insur- 
ance business. All the business of the 
company, except the Pacific Coast, is 
handled from 75 Maiden Lane. 

The Norwich Union organization is 
welded togeiher in one happy family. 
with each of the executives working 
in most harmonious relationship. Mr. 
Darlington was cordially welcomed into 
the Norwich Union fold by Branch Sec- 
retary Van Riper and the departmental 
heads, his coming meaning the acces- 
sion of one of the strong figures on the 
Street. 

Norwich Union Indemnity 

The Norwich Union Indemnity has 
for two weeks been established on the 
fourth floor, and now is functioning as 
smoothly as though settled for a much 
longer period. The executive officers 
are comfortably and handsomely ac- 
commodated in offices of black mahog- 
any and plate glass, set in embossed 
borders. These offices are of the par- 
tition type, commanding full views of 
the various departments which operate 
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under the supervision of the executive 
staff, while the sections conducted by 
other officials occupy space in the 
rather more retired corners of the floor, 
as suited to the character of the work 
in which they are engaged. 

In one of the offices, easily accessible 
to the whole establishment and to busi- 
ness callers, is the president, Walter G. 
Falconer, under whose guidance the 
Norwich Union Indemnity is making 
rapid progress, and who, although still 
a young man has had twenty-two years 
of insurance experience .in many parts 
of the world. He has had legal train- 
ing too, and was admitted to the bar. 





W. G. FALCONER 


Prior to his appointment as president 
of the Norwich Union Indemnity he was 
assistant secretary of the Hariford Acci- 
dent & Indemnity, having supervision 
over its liability underwriting and claim 
departments, thus adding to the knowl- 
edge he acquired in insurance service 
when in Great Britain, Canada and 
Australia. Mr. Falconer is an American 
citizen. 
Ten Departments 

John G. Mays, secretary, went ‘nto 
the insurance business in 1905, and 
prior to his appointment as secretary 
was assistant superintendent of the lia- 
bility and compensation department of 
the Royal Indemnity. During the war 
he saw service as an officer in France. 
The other executives are J. F. Clark, 
treasurer; and E. B. Thistle, assistant 
secretary. Mr. Clark began his insur- 
ance career in 1905 and has had the 
direction of the accounting, statistical 
and payroll audit departments of sev- 
eral companies. Mr. Thistle is more 
of a veteran, having been in insurance 
harness since 1902. prior to his present 
appointment he was superintendent of 
the plate giass and burglary department 
of the company. At one time he was 
superintendent of the burglary depart- 
ment of the Metropolitan Casualty: and 
a'so was superintendent of the Globe's 
gloss department. 

The Norwich Union Indemnity has 
ten departments. Secretary Mays is in 
charge of the liability and compensa- 
tion underwriting department; and 
Asst. Sec. Thistle directs the burglary 
and plate glass. H. P. Jackson is superin- 
tendent of the Hability and compensa- 
tion claim “epartment. The head of the 
leg ‘ersrrment is John G. Haas, who 

essstant attorney of the Travelers, 
rrder William BroSmith. The head of 
{he safety engineering department is 
P. H. Gene, who was with the Penn- 
svivania Rating Bureau and also with 
the Independence Associates of Phila- 
delphia. H. C. Callanan directs the pay- 
roll department; J. A. Nadel, formerly 
with the Ocean, the statistical; J. F. 
(Clark, the treasurer’s; Mr. Thistle, the 
loss; and E. B. Somers, the New York 
metrovolitan. An adequate supply room 
has Edmund Harvey, Jr., as its boss. 
Incorporated in 1919 
This expansion of quarters was of 
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particularly vital importance to the 
Norwich Union Indemnity, a young, 
lusty and fast growing infant. The 
Company was incorporated under the 
laws of this state in September, 1919, 
and was licensed on November 12, that 
year. Its capital was $500,000, with a 
like amount of surplus paid in. During 
1920 the additional amount of $180,000 
was paid in to surplus. 

The classes of business written are 
accident and health, liability, automo- 
bile, burglary, plate glass and work- 
men’s compensation. The company is 
affiliated with the National Workmen’s 
Compensation Service Bureau, Work- 
men’s Compensation Re-Insurance Bu- 
reau, Rurglary Insurance, Underwriters’ 
Association, F. W. Moore Plate Glass 
Service, Casualty Information Clearing 
House, Insurance Federation and Inter- 
national Association of Casualty and 
Surety Underwriters. 

During the year following its incor- 
poration the new company got well on 
its feet. the report of the year’s busi- 
ness, filed December 31 1920, showing 
written premiums of $735000 and totai 
admitted assets of $1,512,734. It was 
not the policv of the executives to ner- 
mit too-rapid growth, however. their 
ettention being directed rather to work- 
ing along na‘rral Ines. Should busi- 
ness continue for the rest of the twelve 
months’ nericd of 1921 at the same ratio 
as vp te the present the Norwich Union 
Indemnitv will show an increase of 
about 190% in the next annual report. 

The Aims of the Company 

“We are trying out something of a 
new policy for indemnity companies in 
welding our sales force with that of the 
Norwich Union Fire,” said President 
Falconer to The Eastern Underwriter. 
“It has been the theory of other such 
executives than myself that it was best 
policy to set up an agency organiza- 
tion of their own, paying small atten- 
tion to that of any fire company, wheth- 
er affiliated by name or not, but we are 
proceeding differently. 

“Ninety-five per cent of our agents 
represent the Norwich Union Fire and 
we expect to develop our business in 
the United States and Canada through 


enlisting to a greater extent the exist- 
ing agency force of the honorable and 
ancient company under whose name we 
are operating. 

“We find many advantages in this 
policy. First of all, is the prestige of 
this famous old company. Inheritance 
of such a prestige carries its obligations 





J. F. VAN RIPER 


and we propose to conduct the Norwich 
Union Indemnity on the same broad 
and liberal lines as those followed by 
the parent company. This means being 
generous to policyholders in loss adjust- 
ments and fair to the agency force. 
Generosity in the matter of loss adjust- 
ments helps our agents to combat the 


-mutual and reciprocal competition, and 


gives the agents complete confidence in 
stock insurance and in the company 
they represent.” 





SHORT TRIP ABROAD 
J. B. Levison, president. of the Fire- 
man’s Fund, who is abroad, will make 
only a short stay there. 
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100 Per Cent Mutual 
Assessments Made 


IOWA AND TEXAS CONCERys 


Hard to Keep Ahead of Liabilities, 
Retail Lumber Dealers Go in With 
Eyes Open 





The Automobile Trade Mutual of Des 
Moines, Ia., writing fire and theft pug. 
ness, has made a 100% assessment oy 
policyholders: Frank S. sae: ig 
president ofthe Company; S. . See. 
man, secretary. “Both are Des po 
men. Commissioner Savage, of Iowa, 
says in regard to the assessment that 
“the business of this organization has 
not furnished enough of the sinews of 
war to keep ahead of the liabilities 

Policyholdets of the United Mutual 
Fire of Houston, Tex., apparently wij) 
not be relieved by the receivership of 
that organization from the payment of 
the 100% essment ordered by its 
officers just, before it was thrown inty 
the hands of a receiver. The court has 
ordered the 'réé@iver to proceed with 
the collection of the assessment ant 
notices to that effect have been sent 
out to all polieyholders. 





While the, National Retail Lumber 
Dealers’ Association at its meeting ip 
Chicago last week adopted resolutions 
favoring the retiprocal plan of insnr. 


ance, the resolution was put through 


only after a, vigorous fight. The op. 
position was led by J. A. Virdin of the 
Canton Lumber Company of Baltimore 
who attacked'the entrance of the retail 
lumber trade into the insurance busi- 


ness through the medium of the Nation- 
al Retail Liaimber Dealers’ [nter-Insur- 
ance Exchange. 

Mr. Virdin declared that the lumber 
interests wage vigorous war on the 
“scalper” and on any efforts to sell lum- 
ber otherwise than through the retail 
lumbermen, and that they are extreme. 
ly inconsistent when they attempt to 
go into the inSuranee business through 
an inter-insuranee concern. He said 
that by so doing the association “is the 
biggest scalper ih insufance.” Mr. Vir- 
din stated that his company has de 
clined to place its insurance except 
through legitimate stock companies. 

The resolwtion finally adopted de- 
clared that imter-insurance is as safe 
and scientifie|as any other form, pro- 
tests against any attempts toward dis- 
crimination against it. by legislation or 
otherwise and attacks the anti-recipro- 
cal propaganda carried on by stock con- 
pany agents, Supported by their compa- 








nies, through “unfair insurance papers.” 
Looks very mwteh inspired. 

Frederick W. Arnold, the veteran 
president of, the Equitable Fire & Ma- 
rine, of Providénce, has poole ned. From 
October, 1861 © January, 1875 he was 
secretary. 1 
P > 
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By DR. E. 8. OROBIO de CASTRO, Jr., Underwriter and Honorary 
Secretary of the International Association of 
Marine Underwriters, Amsterdam 


In the spring of 1918 I stated, in 
introducing the subject of International 
Marine Insurance in the meeting of the 
Dutch Section of the International Law 
Association, that the re-establishment 
of international co-operation wholly de- 
pended upon the abolition of the enemy 
character given to persons and goods 
in virtue of proclamations and other 
legislative measures. 

The war has now come to an end, 
and although hostility and boycott sur- 
vive in many respects, they have grad- 
ually to give way for the pre-war equal- 
ity, and anyhow are losing official sanc- 
tion and support in most countries. 

Is the time ripe to resume the inter- 
national work in the marine insurance 
field? As on most questions nowadays, 
the answer has to be given under cer- 
tain reservations. No doubt on minor 
questions agreements and regulations 
can be made, commanding a larger field 
than that of only one country. As a 
matter of fact, since the peace useful 
measures have been taken by the com- 
bined action of marine underwriters of 
yarious countries. There is also again 
deliberation and consultation on quite 
a number of questions. However, ef- 
fective regulation of essential points 
will depend upon a co-operation which 
is joined by all the leading centers, in- 
cluding not only London, New York and 
Paris, but also Germany. And may it 
be that here and there an inclination 
to such general co-operation is notice- 
able, I expect that real joint action will 
only follow after the former enemies 
have entered again into regular busi- 
ness connection. 

In the meantime useful preparatory 
work can be done, more specially by the 
neutral countries. They may be the 
trait d’union, as I suggested in 1918. As 
a Matter of fact this course is already 
followed in some cases. Some time ago 
the Amsterdam Association conferred 
with London underwriters on a regula- 
tion of the risks of pilferage and theft 
during transport. This hazard has 
grown so disastrous that underwriters 
considered an obligatory self-insurance 
necessary to obtain the full assistance 
of merchants in fighting this mischief, 
spreading as an oil-stain. Amsterdam, 
intending to adopt a similar agreement 
4s London, and desiring same to be- 
come uniform in as large a circle as 
possible, suggested at the congress of 
the “Internationale Verband” at Baden- 


Baden in September, 1920, a similar 
regulation binding all German marine 
underwriters. In other similar cases a 
seneral regulation is influenced like- 
wise in an indirect way. 

There is still a whole stock of old 
unification plans dating from pre-war 
times, and there is plenty ‘of prepara- 
tory work on which international agree- 
ments can be based. 


Wants International Policy 


Turning to the juridical side, as there 


is @ general tendency everywhere to 


simplify matters to save trouble and 
expense, it occurs to me as a most fruit- 
ful undertaking to pave the way for 
an international policy, or rather for 
a standard form containing leading prin- 
ciples after the example of the York- 
Antwerp Rules under the head of Gen- 
eral Average. Legislation is comple- 
mentary here, and in so far as marine 
insurance falls under contract law, 
parties are at liberty to regulate certain 
matters as they wish. 

There is, of course, the difference of 
legislation in the various countries. 
What is desirable or urgent in one coun- 
try, is not at all necessary elsewhere. 

A striking example is the English 
frustration clause. In the action 
brought by Sanday & Co. against the 
British and Foreign Ins. Co., in a policy 
in which the F. C. & S. clause had 
been cancelled (consequently covering 
the war risk), it has been held by the 
English law Courts that in case of 
cargoes not being delivered at destina- 
tion, as a consequence of interception 
of steamers, such frustration of voyage 
or adventure entitled the owners of 
cargo to give notice of abandonment, 
although .the cargo was intact, undam- 
aged and deliverable to them at some 
convenient port. 

This situation was never contem- 
plated before the war, but being the 
law of England, English underwriters 
decided to exclude their liability for 
such frustration by the so-called frustra- 
tion clause reading: 

“Warranted free of any claim based 
upon loss of or frustration of the in- 
sured voyage or adventure caused by 
arrests, restraints or detainments of 
Kings, princes or peoples.” 

Amsterdam underwriters being ap- 
proached to adopt a clause to the same 
effect, explained that same was quite 
superfluous in their practice, inasmuch 
as the general conditions of the Amster- 
dam Insurance Exchange to which the 
Dutch policy is referring are limiting 
the liability of underwriters to the ac- 
tual loss of and damage to the goods 
insured, as a direct consequence of the 
war risk. Besides, the special war risk 
clause in use in Holland is confirming 
the said principle. Consequently it is 
excluded that frustration of voyage 
which leaves the cargo intact could en- 
title the insured to claim any compen- 
sation on the usual Dutch policy. 

However, whenever a Dutch under- 
writer is making use of an English 
policy form, which occasionally is de- 
sired, the insertion of the frustration 
clause is again essential. Here is an 
instance that if the clause forms part 
of a standard form to be used in all 
countries, although superfluous in con- 
nection with a Dutch policy, it would 
be effective also for the underwriter in 
Holland in case he follows English con- 
ditions, 


Clauses in Standard Form 


The standard form I have in view, 
and which should form part of every 
policy or to which at least is to be 
referred, might contain clauses on es- 
sential points which have been fre- 
quently discussed at international 
meetings, but are nevertheless treated 
differently. 

It is impossible even to deal briefly 
with the various questions that come 
into consideration for such a standard 
form. There is, in the first place, the 
main question of the perils to be. cov- 
ered. .Already on this point there is a 
great divergency. Whereas the English 
idea is to restrict the liability to perils 
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of the sea, and also in other parts of 
the world the same principle prevails, 
in many other countries such limita- 
tion is not at all indisputable, whereas 
often an enumeration of policy risks 
is given having a wider meaning than 
perils of the sea properly speaking. 
Under such circumstances it may, f. i., 
be doubtful whether damage caused by 
rain or deterioration of the goods dur- 
ing transport, although as a conse- 
quence of causes other than sea water, 
is not recoverable. 

A great improvement would result 
if the same principle were worded in 
the same way in the different coun- 
tries. Even this is not the case at 
present. 

Another important subject is that of 
shore risk. It would greatly simplify 
matters not only for underwriters but 
also for merchants if a general rule 
were adopted with regard to duration 
and limitation of this liability. 

Apart from such a delicate point as 
the liability of underwriters resulting 
from the exoneration of shipowners by 
bill of lading clauses, there are further 
questions, as war risk, risks of theft 
and pilferage and of deck cargo, which 
to the common interest would be gov- 
erned by international rules, for the 
variety of clauses also on these matters 
is often a source of dispute or of dis- 
appointment and uncertainty for the 
merchant. 

Uniformity is simplicity, and simplic- 
ity economy, which counts double now- 
adays. 

It is only just the idea I am moving. 
A concrete plan would have to make a 
distinction between hull and cargo in- 
gurances. More specially with regard 
to the latter, uniformity of conditions 
is essential, inasmuch as the cargo pol- 
icy is mcre a negotiable instrument. 

Preparatory work here, anyhow, will 
be most useful, in so far ag it will in- 
duce the different Associations of Ma- 
rine Underwriters to study each others’ 
regulations closely, and, where possible, 
to follow what is better. For there is 





a constant current of new clauses and 
provisions. 

A suitable center to lead this pre- 
paratory work would, in my opinion, be 
the International Association of Marine 
Underwriters, founded in 1911 in Paris, 
and the operations of which were sus- 
pended during the war. As soon as the 
nationality of certain groups of mem- 
bers is no more an objection to other 
groups, this Association can be easily 
put in working order again. 





THE MAN AT NUMBER 17 


Marine underwriters who wander 
down South William Street to the head- 
quarters of the Board of Underwriters 
of New York cannot help but have 
noticed for several months the quiet 
figure sitting in the doorway of the 
former home office of the Importers & 
Exporters. Number 17 South William 
Street is entirely vacant, the Automo- 
bile Insurance Company having decided 
to retain its marine office at 82 Beaver 
Street, while the Munson Line now has 
charge of leasing the unoccupied prop- 
erty. Frequently little groups of East 
Side youngsters are seen lounging lazily 
on the steps making company for the 
gentle gray-haired caretaker and as often 
persons bent on business with the Im- 
porters or prospective tenants of the 
vacant property hesitate longer than 
they would ordinarily to converse with 
this guardian of the property. He is a 
genial soul with a pleasing personality 
and a ready and witty tongue. Post- 
men and policemen always have more 
than a kind word to say as they pass 
along South William Street. There, 
before the empty building, is the one 
bit of color varying the monotony of a 
drab business street. 





Frank Gair Macomber of Boston has 
secured the fire representation for that 
district of the United States Lloyds. 
Mr. Macomber has for several years 
represented the marine branch of the 
company in the Hub City. 
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Eastern Conferences 
In Annual Meeting 


AUTOMOBILE RULES DISCUSSED 





Proposals for Further Restricted Theft 
Coverage and Percentage Loss 
Clause Tabled 





Prominent among the topics for dis- 
cussion and tabling Wednesday after- 
noon at the annual meetings of the 
Eastern and New England Automobile 
Underwriters’ Conferences were: the 
endorsement of the proposal to make 
the issuance of fire and theft policies 
with contributing loss clauses optional 
in certain districts and mandatory in 


others; and the incorporation of the 
Detective Bureau. President N. S. Bar- 
tow of the Queen, who has been the 
leader in the movement for the Bureau’s 
incorporation, spoke heartily in favor 
of the idea. Both the optional restric- 
tive fire and theft clauses and the step 
to incorporate the Detective Bureau 
have been discussed at length in these 
columns previously. 

President C. R. Pitcher of the East- 
ern Conference presided at the opening 
of the meeting of his organization, 
while President William B. Burpee oc- 
cupied the chief executive’s chair when 
the New England Conference was called 
to order. 

Following is the agenda which was 
distributed to members in advance by 
Secretary J. R. Moore: 

“That the restricted theft coverage 
indorsement be made mandatory in all 
Standard ‘A’ territory and that compa- 
nies may be permitted to insure equip- 
ment specifically at a rate of $20 per 
$100 insurance with a minimum pre- 
mium of $10. 

“That the clause providing for a con- 
tribution on the part of the assured to- 
ward each loss (now called the re- 
duced rate deductible clause and ap- 
proved for emergency use by the na- 
tional forms committee at its meeting 
October 14), shall be called the contri- 
buting loss clause as being more descrip- 
tive of the intent of the clause; and that 
the clause be mandatory in the coun- 
ties of New York, Bronx and Kings in 
the State of New York, and optional 
in all other Eastern conference terri- 
tory; and that the following percent- 
ages of contribution and the credits 
therefor be recommended: 

“ ‘On cars listing $1,999 and less 
the contribution shall be at least 25%, 
for which a credit of 30% in rate shall 
be given. On cars listing from $2,000 
to $3,999 the contribution shall be at 
least 15%, for which a credit of 25% 
in rate shall be allowed. On cars 
listing $4,000 and over the contribution 
shall be at least 10%, for which a credit 
of 20% in rate shall be allowed.’ 

“Note: Attention is called to the fact 
that up to 30% credit, according to 
above scale, may be given on any of 
the three classes of cars mentioned for 
the use of a contributing percentage up 
to 25%. For example: A car listed 
at $4,000 may be allowed a credit of 
30% in rating for a 25% contribution 
percentage, but in case the contribu- 
tion thereon shall not be less than 10%, 
for which a credit of 20% in the rate 
is given.” 

The wording of the reduced rate de- 
ductible clause as approved by the 
forms committee is as follows: 

“In consideration of the reduced rate 
at which this policy is written, it is 
understood and agreed that in the 
event of loss or damage to the insured 
property by fire and (or) theft, as de- 
fined and limited in the policy and rid- 
ers attached, there shall be deducted 
from the amount of each loss or dam- 
age, when determined, a sum equal to 
—per cent of such loss or damage, 
and the company shall be liable only 
for so much of such loss or damage as 
exceeds said—per cent, but in no event 
shall the company be liable for more 
than the amount of insurance stated 
in the policy.” ~ 


AUTO PROPOSALS DEBATED 





Statement Heard That Non-Valued 
Clauses Remove Necessity for 
Limited Covers 





Comments vary on the reasonable- 
ness and wisdom of adopting a 75 or 
80 per cent loss clause for automobile 
fire and theft policies. Those who in- 
terpose objections base their views on 
the thought that .non-valued policies 
render such restrictions unnecessdry, 
With the right to replace the lost prop- 
erty with a car of similar value and 
quality or to pay an amount commen- 
surate with the market value of the 
automobile at the time of loss one 
group of underwriters maintains this to 
be the most desirable safeguard against 
moral hazard losses yet devised. To 
curtail the amount of insurance ob- 
tainable merely drives business to mu- 
tuals and stock companies not bound 
by conference rulings is the opinion 
of those conservatively inclined. 

As a rebuttal to this proposition is 
the theory advanced by numerous advo- 
cates of restrictive measures that thou- 
sands of automobile owners become 
tempted to sell out to their insurers if 
they merely perceive an opportunity of 
breaking even on the transaction, ob- 
taining slightly more than possible in 
a second hand market. The non-valued 
policy eliminates a big percentage of 
the moral hazard losses perpetrated by 
habitually dishonest schemers who aim 
for an actual margin of profit on claims 
under their insurance policies. In addi- 
tion to these individuals, however, 
comes the class of ordinarily law-abid- 
ing {persons who rarely compromise 
with their consciences unless strongly 
tempted by impending financial disaster 
or some other extraordinary influence. 
The high cost of living coupled with 
industrial depression and reduced per- 
sonal incomes has forced many car 
owners to dispose of their luxuries. 
Finding the second-hand car market 
overloaded with machines and direct 
purchasers few in number the obvious 
and easiest relief lies in the direction 
of the insurance companies. It is this 
weak-willed type of automobile owner 
who has turned underwriting figures 
from profits to losses. ; 





INSURES FICTITIOUS AUTO 





N. Y. Accounts Commissioner Investi- 
gates Companies; Finds Inspec- 
tions Very Rare 





Eighty per cent of the automobiles re- 
ported stolen in New York City are 
fictitious or were disposed of for the 
express purpose of collecting insurance 
on them, David Hirshfield, Commission- 
er of Accounts, stated Monday in a 
statement to the press. In an investiga- 
tion conducted for the purpose of learn- 
ing whether insurance companies in- 
spected the cars listed in brokers’ ap- 
plications the Commissioner’s co-work- 
ers placed insurance on three cars, one 
which didn’t exist, another which was 
already insured and a third which was 
minus an engine. 

The Automobile, the Home, and the 
Royal were the companies cited as ac- 
cepting this insurance without learning 
the facts. “Such loose methods on the 
part of the insurance companies posi- 
tively are a temptation to the dishon- 
est,” said Mr. Hirshfield. 


C. S. Haight Pleads 
For the Hague Rules 


“UNIFORMITY A CRYING NEED” 





Foreign Carriers to Act Next Month; 
Senator Jones Conditionally Pro- 
mises Harter Act Changes 





Charles S. Haight, one of America’s 
most distinguished and capable admiral- 
ty lawyers and a recognized authority 
on problems pertaining to bills of lad- 
ing, forcibly presents many reasons why 
steamship-owners in this country should 
voluntarily accept the new Hague Rules 
as the code governing shipping docu- 
ments in an article written for the 
November issue of “The Nation’s Busi- 
ness.” Mr. Haight is the chairman of 
the Bill of Lading Committee of the 
International Chamber of Commerce 
and has devoted much time and untir- 
ing energy this year in Burope aiding 
in the preparation of bills of lading 
principles and clauses which would 
meet with the approval of marine un- 
derwriters, shippers and carriers. 

Mr. Haight is going abroad next 
month to aitend a general meeting in 
London of steamship owners. At that 
time the Hague Rules will be presented 
by the International Chamber of Com- 
merce to the carriers for consideration 
and the general peace and harmony in 
shipping and insurance circles hinges 
on the favorable endorsement by the 
vessel-owners. It is thoroughly believed 
that both European and American rep- 
resentatives of the carrying trade will 
of their own accord sanction the Hague 
terms which aim with some degree of 
justice to fix the respective duties and 
liabilities of carriers and shippers. 

“Uniformity, ig today, a crying need,” 
Mr. Haight declares. “I was authorized 
by Senator Jones to inform the British 
steamship owners that, if they would 
accept the new Rules, he would person- 
ally advocate any reasonable amend- 
ment in the Harter Act which might be 
necessary to conform with the rules.” 

Isolation Spelis Defeat 

At another point in his plea Mr. 
Haight says that “if the United States 
should stand aloof, the success of the 
whole movement would be threatened. 
It is inconceivable that the owners of 
the United States should not agree to 
accept the Hague Rules, when by so 
doing they can bring about world-wide 
uniformity in the matter of carriers’ 
obligations.* * * The carriers should 
accept such risks as will incline them, 
their agents and their officers aboard 
ships, to use all reasonable care to pre- 
vent damage and losses.” 

Several foreign delegations entered 
the Chamber conference with the 
thought that force was the only instru- 
ment by which uniformity could be 
made general the world over. “The 
delegation of the United States stood 
practically alone in opposing the pro- 
gram” (of force) “but we did oppose 
it,” Mr. Haight explains, “first because 
it would take generations to get thirty 
or forty nations to pass the same law 
in the same terms, and reform is needed 
teday; second because statutory enact- 
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ments would be too rigid, even if yp; 
formity could be obtained. If, as ca. 
ditions change, an amendment shoyj; 
become necessary because the Code 
proved too strict or not strici enough 
it would take just as long to secy; 
the amendment as it had to secure the 
original uniform enactments. [pn the 
third place the American delegates po 
lieved, and proclaimed their belief, jp 
the fact that steamship owners ‘am 
quite as honest and just as reasonabje 
as any other class of business men if 
only they are properly approached, ‘9; 
course, you cannot secure co-operation 
by attempting coercion. 

“The programme which the pjjj of 
lading committee is following, is to do 
everything that is humanly possible to 
bring about uniform obligation govern. 
ing carriers the world over. Until yj. 
form obligations are established there 
cannot be uniform forms or anything 
else in the way of uniformity that will 
be of assistance to cargo underwriters 
bankers, shippers and carriers alike, 

Features of Hague Rules 

“The urgent necessity at the momen 
is to see to it that the ocean carriers 
everywhere accept the Hague Rules 
They amount to little more than a cod:. 
fication of the Harter Act, with at least 
three very important concessions made 
to the cargo interests. Those are (1) 
£100 limit to the carriers’ liability per 
package; (2) twelve months within 
which to file claims and bring suit; (3) 
the shifting of the burden of proof in 
connection with pilferage claims. Theft 
and pilferage are not included in the 
specific exceptions which are enumer- 
ated in Article 4, Section 2, except as 
they fall within subdivision (q). In 
other words, in the case of theft or pil- 
ferage, the carrier must show that the 
goods were lost ‘without the actual 
fault or privity of the carrier and with- 
out the fault or neglect of the agents, 
servants or employees of the carrier’ 

“D. R. E. Englar, who largely rep- 
resents cargo underwriters, has ex- 
pressed himself as in favor of the ac- 
ceptance of the rules. They have been 
specifically approved by the maritime 
law committee of the International 
Law Association conference and the 
British Bankers’ Association. The lat- 
ter association hag said it will support 
the rules by calling for bills of lading 
protected by them. The subject also is 
before the American Bankers’ Associa- 
tion, and it is expected that American 
accepting bankers will use their in- 
fluence to the full to support the pres- 
ent reforms. British ship owners have 
made it practically a condition to their 
accepting the new and somewhat oner- 
ous obligations imposed by the rules, 
that American owners shall first signify 
their agreement. It is expected that 
American private owners will accept 
the rules promptly, and the executive 
heads of the Shipping Board are said 
to advocate the passage of a reso 
lution in favor of the rules by the 
board.” 





R. A. FULTON RESIGNS 

R., A. Fulton who has been vice-presi- 
dent of Talbot, Bird & Co. for the last 
five years, has resigned from that cor- 
poration as well as from the Universal 
Insurance Company of New York of 
which he is a director. The Universal 
was organized recently as a marine 
writing company. Mr. Fulton’s resigna 
tion will take effect October 31. Prior 
to coming with Talbot, Bird & Co., Mr. 
Fulton was a deputy assistant :anager 
of the various companies represented 
by H. K. Fowler, who has since been 
succeeded by Frank H. Cauty. 


MARINE UNDERWRITERS MEET 

Two general meetings of marine ul- 
derwriters were held during the last 
week at the American Institute offices. 
At one there was further discussion 02 
the question of the Trade Protective As 
sociation, Inc., and also the matter of 
endorsement of the Hague Rules and 
changes in the Harter Act were 
broached. On Monday the C. I. F. com 
mittee presented a preliminary report, 
which was recommitted. No definite ac 
tion on the problems at hand was takel. 
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Salvage Ass’n Idea 
Sponsored By Page 


REPLACES SYNDICATE A NOV. I 








Underwriters Congratulate Mr. Page 
on New Place, But Regret His 
Leaving the Syndicates 





Charles R. Page’s resignation as gen- 
eral manager of the United States Salv- 
age Association was accepted last week 
with sincere regret by the leading ma- 
rine insurance underwriters of the local 
market who also constitute the per- 
sonnel of the Board of Managers of the 
American Marine Insurance Syndicates. 
Mr. Page took hold of Syndicate “A” 
in its early infancy when open opposi- 
tion, prejudice and skepticism from cer- 
tain shipping, brokerage and foreign 
underwriting circles united to make the 
task of nursing the inspection organiza- 
tion to success inestimably harder than 
usual with new projects. Under his 
expert supervision the Syndicate made 
remarkably rapid headway and with the 
support of underwriters representing 
member companies the Salvage Associa- 
tion, so long sought, has become a 
reality. 

With more than a score of years 
passed in the marine insurance and 
shipping businesses Mr. Page had the 
requisite amount of experience to ren- 
der him eligible to the position to which 
he was appointed last year. Alert, 
progressive, capable, and also congenial, 
Mr. Page has most successfully and 
commendably guided Syndicate “A” 
through the multitude of troublesome 
complications which always beset such 
an organization, trying to develop in 
domestic and foreign ports against the 
force of powerful outside competition. 
On December 31 he will step aside to 
watch the Syndicates proceed under 
their own momentum with another fig- 
ure at the helm. It is not too far- 
fetched to say that the Salvage Asso- 
ciation stands as a monument: to his 
ability. When organized its ultimate 
success was by no means automatically 
guaranteed and credit is due the per- 
son who occupied the managerial chair. 

Progress with the purely underwrit- 
ing syndicates has progressed much 
more slowly than with Syndicate “A.” 
This is the outcome largely of extra- 
ordinary depression in the carrying 
trade and companies cannot be expected 
to insure vessels not in operation. 
Nevertheless some of the largest steam- 
ship companies now practically run- 
ning all their vessels have not a cent of 
insurance in the Syndicates and this 
fact has led to unfavorable statements 
that the Syndicates fail to warrant the 
expenditures made to maintain their 
organization, 

If foreign markets find it possible 
by lowering rates or granting extremely 
attractive conditions to vessel owners 
to obtain all their hull insurance, for 
the Syndicates to blindly meet that 
competition is hardly commendable if 
experience does not warrant rate re- 
ductions. The majority of statements 
eManating from British and continental 
Sources clearly have not spread the 
impression that the underwriters there 
are gleaning profits on their domestic 
and foreign hull accounts. All of which 
may jater prove that underwriting in- 
activity in the Syndicate offices may re- 
flect better wisdom than going through 
the futile and useless motions of col- 
lecting huge premiums and paying 
Mammoth losses. 

To allay the fears, or hopes, of those 
who visualize in the resignation of Mr. 
Page the beginning of the Syndicates’ 
disintegration it may be authoritatively 
Stated that the Syndicates themselves 
Will be unaffected by the change in 
managership. Mr. Page accepted the 
appointment last year, he told “The 


Eastern Underwriter,” with the under- 
standing that it would not be a life 
position and that he could relinquish 
the reins of control when the syndicate 
principle had been well planted in the 
American markets. The offering made 
by President J. B. Levison of the Fire- 
man’s Fund was far too attractive not 
to be considered and finally accepted 
by Mr. Page. Undoubtedly there are 
those here and abroad who will read 
into the news announcement of last 
week the thought that the Syndi- 
cates are not strong enough to keep 
intact their far-reaching organization of 
capable and efficient men, but such in- 
terpreters of the news have guessed 
wrong again. 

Mr. Page started his business career 
with the Fireman’s Fund as an office 
boy, his munificent salary being five 
dollars a week. He remained with the 
company until 1917 when his appoint- 
ment to a position on the United States 
Shipping Board started him on a cir- 
cuitous route ending soon with his re- 
affiliation with the company. “I feel 
as though I were returning to my fam- 
ily,” is the way in which Mr. Page with 
very evident, delight described his new 
appointment as marine manager of the 
Eastern Department. “The friendly 
attitude of the company’s officers for 
years and years toward their depart- 
ment heads and employees engenders 
in one who has been connected with 
the Fireman’s Fund a deep affection 
for his former associates.” 

Salvage Association in Operation 

At a special meeting of the Board of 
Managers of the Syndicates on Tuesday 
of last week steps were taken to trans- 
fer on November 1 the organization and 
business of Syndicate “A” to its suc- 
cessor corporation, the United States 


Salvage Association, Inc. The latter, 
the entire capital stock of which is 
held by the subscribers to Syndicate 
“A,” is a non-profit-making organiza- 
tion, designed to provide for the Amer- 
ican shipping trade a service which 
shall be the counterpart of that fur- 
nished to the British shipping trade by 
the famous Salvage Association of Lon- 
don. It will have agents throughout 
the world and in fact through its ar- 
rangement with Syndicate “A” will at 
once be provided with carefully selected 
agents at many of the leading ports. 
It also takes over the present American 
organization of the Syndicate, which 
has established its own offices in Bos- 
ton, Philadelphia, Baltimore, Norfolk, 
Savannah, New Orleans, Galveston, and 
San Francisco, with its principal oper- 
ating office in New York. The survey- 
ing staff of the Salvage Association 
will be headed by W. C. Foley, as Chief 
Surveyor, and J. A. Wilson, as Deputy 
Chief Surveyor. The officers selected 
at the organization meeting were: Ben- 
jamin Rush, president; Walter Wood 
Parsons, vice-president; Gomer H. Rees, 
secretary; and Mr. Page, general man- 
ager. Both Mr. Rees and Mr. Page 
will vacate their executive positions at 
the time they undertake the duties of 
the new offices to which they have been 
appointed. Mr. Rees, as previously 
stated, has resigned from the “America 
Fore” group of companies to enter the 
brokerage field as vice-president of Al- 
berti, Baird & Carleton, Inc. 





BANKERS ENDORSE RULES 
The British Bankers’ Association has 
formally declared its approval of the 
new Hague Rules promulgated recently 
by the Maritime Law Committee of the 
International Conference. The endorse- 
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ment of a banking organization counts 
greatly in the favor of these regulations 
purporting to define proper terms for 
bills of lading and helps to clear the 
path leading to their general acceptance 
in territories where their use is most 
desirable. Every indication now points 
to a victory for the American under- 
writers and their shipping supporters 
in their attempts to eliminate avenues 
of escape for carriers trying to relieve 
themselves of every possible liability 
for goods damaged while in their cus- 
tody. The progressive element in Eu- 
ropean shipping circles appears to have 
forged to the front and the numerical 
strength of the reactionary, domineer- 
ing elements among American ship-own- 
ing interests consequently will have less 
power when the final showdown comes. 


WILL OSBORNS BE BROKERS? 








Fireman’s Fund Marine Agents Were 
Successful Brokers for Years Be- 
fore Joining O. G. Orr & Co. 





Close upon the heels of the announce- 
ment that Frank Hough and Clare R. 
Osborn were retiring December 31 next 
as Eastern marine managers of the 
Fireman’s Fund follow speculative 
rumors regarding their future connec- 
tions. President Levison of the Fire- 
man’s Fund stated that F. H. Osborn 
would spend the winter at his southern 
home in Miami, Fla., but beyond that 
gave no intimation of what coming de- 
velopments would be. 

Before joining O. G. Orr & Co., suc- 
cessor as Fireman's Fund agent to 
Franz Herrmann & Co. with the en- 
trance of the United States into the 
World War, the Osborns were highly 
successful insurance brokers in Chica- 
go. Another brother now conducts the 
brokerage company, Osborn & Co., 
which has offices both in Chicago and 
New York. O. G. Orr & Co. discon- 
tinued business in 1919 and F. H. & 
Cc. R. Osborn came more prominently 
and more favorably into the limelight 
as marine agents for one of the leading 
American fire and marine writing com- 
panies. 

Their initial connections were as ag- 
ents of the Fireman’s Fund but approxi- 
mately a year ago this relationship 
was changed from a commission to a 
salaried basis. Both the Osborns have 
held prominent positions in the various 
marine underwriting associations, F. H. 
Osborn being chairman of the Institute 
Committee which has reviewed and 
analyzed the recent C. I. F. decision of 
the British Justice McCardle. It is gen- 
erally believed along Beaver Street 
now, although the views are given as 
opinions only, that the Osborns will 
eventually return to the marine insur- 
ance brokerage field because the office 
conducted under the name of Osborn 
& Co. has proved consistently satisfac- 
tory as a business enterprise. 





WILL GO TO BERMUDA 
Arthur J. Hess, of the J. L. Mautner 
Agency, will leave November 2 for a 
short vacation in Bermuda and the 
South. 
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CASUALTY AND SURETY NEWS 








Whitney Statement On 
Bureau Re-Organization 


DEPARTMENT FOR EACH LINE 





And Each Department to Have Man- 
ager; Ne Decision Yet About 
Branch Bureaus 


A statement relative to the re-organi- 
zation of the National Workmen’s Com- 
pensation Service Bureau is made by 
A. W. Whitney in the current issue of 
the monthly paper published by the 
Bureau. In full it follows: 

“It has probably been generally 
known among the employees of the Bu- 
reau that there have been plans under 
way for several years looking toward 
the reorganization of the Bureau. The 
prime need has been for a stable and 
representative body that could act as a 
general clearing house and service or- 
ganization and that would have suffi- 
ciently wide scope to cover all casualty 
apd surety lines. The difficulties have 
been primarily those of bringing com- 
panies with different forms of organiza- 
tion into co-operation with each other 
on matters having a very considerable 
competitive character. 

“I am happy to be able to say that 
the need has outbalanced the difficul- 
ties and at meetings of the companies 
held recently the reorganization was ac- 
complished and will go fully into effect 
on November Ist. 

“The new name of. the Bureau will 
be ‘National Bureau of Casualty and 
Surety Underwriters.’ This name has 
the advantage of a wider connotation 
at the same time that the old familiar 
National Bureau sound is retained. All 
stock casualty and surety companies 
will be eligible for membership. 

“The essential novelty of the new 
plan is the creation of a department for 
each line, such for instance as work- 
men’s compensation, automobile, etc., 
with a manager in charge of each with 
power to pass each upon its own prob- 
lems so far as they do not affect other 
lines. The Bureau as a whole will, 
however, pass upon all matters which 
either directly or indirectly affect more 
than a single line. 

“It is expected that the present mem- 
bership will be gradually augmented by 
the addition of many companies not 
at present members of the Bureau but 
doing business in one or more of the 
casualty and surety lines. It is hoped 
to make this the pre-eminent center of 
the casualty and surety business; it will 
occupy much the same place of honor 
and usefulness that the National Board 
- Si Underwriters holds in the fire 
eld. 

“Members of our field force will be 
particularly interested to know that 
consideration is being given to the 
future of the Branch Bureaus. Just 
what part the Branch Bureaus will play 
in the new organization and whether 
they will be turned over in whole or 
in part to the National Council is a 
matter that is being considered at the 
present time by a Bureau committee. 
There is one thing that is certain and 
that is that the good work that we 
have been doing in the field will have 
to go on under one form or another and 
our employees may await the decision 
of the questions involved with complete 
assurance that their interests will be 
adequately taken care of.” 





DOYLE MADE SUPERINTENDENT 


The Royal Indemnity Company an- 
nounces the appointment of Marcel F. 
Doyle as superintendent of its metro- 
politan bonding department. Mr. Doyle 
recently joined the staff of the Royal 
Indemnity to do special agency work. 
He was formerly with the Hartford 
Accident & Indemnity Company and 
was located in the Middle West. 


Lucas & Dake Co. Sets 
$1,000,000 Annual Goal 


ROCHESTER AGENCY GROWS 





Name of Building Changed to Aetna; 
Six-story Structure; Handsome 
Offices 





Edward J. Lucas, of Rochester, N. Y., 
started as an insurance agent in 1904. 
In 1907 he opened an office in Rochester 
in the Dake Building, corner of Main 
and Clinton Avenue, South, representing 
the Niagara, Detroit Underwriters, Me- 
chanics & Traders and New Amsterdam 
Casualty. In 1913 he secured the gen- 
eral agency for Monroe County for the 
Aetna Life and its Affiliated companies 
for casualty, fire insurance and bonds, 
having purchased from Knoll & Turgeon 
the business which they conducted in 
Rochester as general agents in Buffalo. 
He incorporated the business under the 
firm name of Lucas & Dake Company, 
Inec., members of the corporation be- 
ing Mr. Lucas, president and treasurer; 
DeWitt M. Richards, vice-president; 
James H. Quinlan, vice-president, and 
William W. Dake, director. 

The start was made in a small office 
on the first floor, but the business of 
the corporation grew fast, so soon there 
was occupied the entire first floor, then 
later the second floor as well. This 
year, due to increased volume and lack 
of space, it was impossible for the 
Lucas & Dake Company to take care 
of its business in its quarters in the 
Dake Building. Mr. Lucas decided to 
purchase a building. Accordingly, last 
March he personally purchased the 
Trust Building, a six-story brick and 
stone structure located at 25 Exchange 
Street, about 200 feet from the four cor- 
ners, the heart of the financial center 
of Rochester, the rear of the building 
facing the city hall and court house. 
Several thousand dollars were spent in 
re-modeling the building and the cor- 
poration is now occupying the first and 
second floors. The offices are among 
the handsomest and best equipped in- 
surance offices in Western New York. 
A large electric sign has been erected 
in front of the building, the name of 
which has been changed and it has 
now been called the Aetna Building. 

Shortly after the death of James H. 
Quinlan, the vice-president, which oc- 
curred last May, William T. Farrell, 
formerly secretary and director of the 
Rochester Telephone Company, became 
associated with the corporation as a 
vice-president. Mr. Lucas said to The 
Eastern Underwriter: 

“The watch words of our agency have 
ever been ‘Courtesy, accuracy and deliv- 
ering the goods.’ With increased space 
and facilities, enthusiasm among our 
agents and employées, which now num- 
ber about forty, has increased and we 
are looking forward to the goal—a mil- 
lion dollar annual premium income.” 
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Remarkable Increase 
In Casualty Business 


SOME LINES HEAVY LOSERS 


Figures Compiled By Commissioner 
Hobbs Emphasize Growth and Fact 
of Menace to Property 





That the casualty insurance business 
has experienced a remarkable growth 
during the past eight years is clearly 
indicated by a statistical exhibit which 
is included in the annual report of 
Commissioner Hobbs, of Massachusetts, 
covering branches other than fire and 
marine for the year 1920. To more 
clearly point out this great increase 
in casualty lines, and to also direct at- 
tention to the heavy loss ratio for 1920, 
we have listed the premiums earned 
for 1913, 1919 and 1920; and the loss 
ratio for 1913 and 1920, and for the 
year which records the highest ratio, 
excepting when 1920 exceeds, then 1919 
is given. Extracts from Mr. Hobbs’ re- 
port follow: 

Accident and Health 


Ratio of 

Losses 
Year Premiums Incurred 
Earned to Prem. 

Earned 

1913 $29,672,311 49.18 
1919 42,173,470 weer 
1920 53,210,475 50.34 
1918 52.49 

Liability and Workmen’s Compensation 
1913 $54,004,885 62.06 
1919 177,275,450 ois sate 
1920 212,423,793 56.67 
1914 66.88 
Fidelity and Surety 
1913 $16,805,497 40.73 
1919 33,729,411 ¢ie 
1920 42,743,500 33.18 
1914 42.16 
Plate Glass 
1913 $4,427,216 43.94 
1919 7,726,402 53.18 
1920 12,052,070 65.56 
Steam Boiler 
1913 $2,486,801 13.12 
1919 4,132,726 apier 
1920 4,580,330 13.57 
1917 14.98 
Burglary and Theft 

1913 $3,650,837 39.53 
1919 9,946,267 65.91 
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1920 15,742,580 71.88 


Credit 
1913 $1,540,200 51.63 
1919 1,973,509 wee 
1920 2,992,430 24.52 
1915 61.16 
Sprinkler 
1913 $168,377 49.27 
1919 427,443 46.52 
1920 631,049 99.95 
Engine and Fly-Wheel 
1913 $169,209 37.40 
1919 581,376 19.02 
1920 837,958 38.78 
Auto and Teams Property Damage 
1913 $3,834,933 47.52 
1919 14,908,635 73.50 
1920 22,465,289 77.36 
Workmen’s Collective 
1913 $563,960 61.98 
1919 299,544 er 
1920 270,548 42.68 
1916 63.63 
Live Stock 
1915 $87,399 59.98 
1919 903,507 isas 
1920 1,144,847 64.31 
1918 73.96 


This exhibit plainly shows that bur- 
glary and theft, sprinkler, plate glass, 


and auto and teams property damage 
lines have brought heavy losses to the 
casualty companies. And when the ac- 
quisition cost is added to the loss ratio 
there are other lines which could not 


have brought a profit during 1920. 

Commissioner Hobbs, in commenting 
on the heavy loss ratio, stated: 

“In all three of these lines during the 
past year the loss ratio and the acquisi- 
tion ratio amount together to more 
than 100% of the premium, thus indi- 
cating a heavy loss in these lines. The 
facts are worthy of attention, not only 
from their effect on the companies and 
the probability of an increase in in- 
surance rates in these lines, but from 
their social aspect as well. The in- 
creased burglary and theft policies 
point to an increased menace to the 
ownership and enjoyment of property 
on account of the activity of criminals. 
The ,increaged automobile and teams 


property damage ratio points to an in- 
creased menace to property on account 
of conditions on the highways. In con- 


nection with these figures it may 
further be noted that the losses Mm 
marine insurance and in fire insurance, 
as compared to premiums, would ap- 
pear to justify a conclusion that, what- 
ever be the cause, the ownership and 
enjoyment of property is, on the whole, 
far less secure today than it was 4 
few years ago.” 


JUDGMENT FOR $113,844 








Obtained By Aetna Casualty Against 
Charlies H. Bancroft, a Former 
Agent 


The “Columbus, Ohio, State Journal,” 
in its issue of October 22, said: 

Judgment for $113,844.64 was awarded 
the Aetna Casualty Co., yesterday by 
Judge Duncan in common pleas court 
against Charles H. Bancroft, a former 
Aetna agent. 
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Clever Hyde Ads 
Charles E. Hyde, of Port Washington, 
Long Island, is doing some snappy ad- 
yertising. He represents the Globe in- 
demnity and other companies. 
of * 


The Question of Soul 

A clever man in the insurance busi- 
ness recently read a paper giving the 
impression that people in small towns 
had more soul than people in large 
towns. He evidently never worked for 
a skinflint cross roads country store 
keeper. Soul is not a question of geog- 
raphy. 

* x * 
Where Parents Are To Blame 


‘Do their thinkin’ fer thim” is Dinny 
the cop’s advice to motorists riding 
rapidly through city streets depending 
on the intelligence of children to guide 
them away from harm’s path. “Dinny” 
is the philosophical cop who regulates 
trafic along the agency highways of 
the Ocean Accident & Guarantee. He 
says this: 

“Why don’t they keep the kids out 
of the street?” complained The Judge’s 
Chauffeur, impatiently, “I came near 
runnin’ a pair of them down—th’ little 
fools! And it'd be THEIR fault.” 

“Thot sort of talk, me lad,” answered 
Dinny, “is whot makes some States 
put autymobilin’ in th’ same class wid 
Treason, Murder an’ Second story work. 

“There will always be kiddies playin’ 
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out on streets an’ country roads and 
alley ways and on ivery path th’ auty- 
mobile goes—yez can’t frame up a set 
av Blue Laws thot will change th’ 
heart av Childhood. Th’ best yez CAN 
do is t’ keep yer eyes open, an’ smoile, 
an’ give thim all th’ best av it—cheer- 
fully. 

“Granted—granted, me lad, thot chil- 
dren hov no business in th’ sthreets, 
still, yez can’t git around th’ idea thot 
they ARE children an’ thot they can’i 
be ixpicted t’ do any too mooch thinkin’ 
fer thimsilf. 

“In me secret heart, I would loike 
nothin’ better thon t’ back soom 
fathers an’ mothers up agin a stone wall 
an’ tell thim exactly whot I think on 
this subject av not teachin’ kids t’ be 
careful. An’ it’s mesilf thot knows 
thot mothers and fathers can’t always 
have a muzzle on thim an’ a padlock.” 

a ok oe 


Unemployment Insurance in England 

Federal Trade Commissioner Wilbur 
J. Page, who has been an attache of 
the American Embassy at London dur- 
ing the past two years, gives it as his 
opinion that the British Government 
will have to abandon unemployment 
insurance in the near future or raise 
the taxes quite beyond the capacity of 
the country to pay, says the New York 
“World.” 

His is only one more voice added to 
accumulating testimony that the policy 





of handing out money to men out of 
work has failed utterly in England. 
Since citizens to the number of 1,500,- 
000 began receiving charity from the 
Government the drain on national 
wealth has become unbearable. To add 
to the difficulties attending that reor- 
ganization of industry which England, 
in common with every other manufac- 
turing country, must bring about, the 
dead weight of unemployment taxation 
is preventing the normal recovery and 
expansion of trade which would in the 
end furnish work for everybody, while 
at the same time destroying the ini- 
tiative of those who now draw wages 
without giving the labor in return. Un- 
employment insurance tends, at least 
in this case, to perpetuate and aggra- 
vate unemployment. 

It would have been far better for 
England to put the capital which has 
been distributed gratis into public 
works, thus relieving distress without 
waste or pauperization. Even this 
scheme would have involved heavy 
taxes—too heavy, no doubt, to be car- 
ried until the end of hard times—but it 
would have avoided the premium on 
idleness. When a man out of a job 
is merely on vacation with pay, few are 
likely to care much whether they work 
or not. 

* ~ * 
Two Block Insurance District 


The two blocks on Fourth Street, 
from Spruce to Chestnut, in Philadel- 
phia, are rapidly becoming totally de- 
voted to underwriting by removals from 
Walnut Street. The latest move was 
the agency of J. Burns Allen, trading as 
Chas. Tredick & Co., and the brokerage 
firm of Kase, Baker & Co. from 408 
Walnut Street to modernly appointed 
and finely fitted up offices on the first 
floor of 206 South Fourth Street. 

~ * * 
$9,128 Engine Risk Premium 

Agent C. A. Bowen, of the Atlantic 
Branch Office of the Travelers, has 
written an engine risk covering ten 
locations—-premium $9,128. 





Murray Becomes a Benedict 


Arthur M. Murray has gone and done 
it! He has taken unto himself a wife. 
This popular manager of the liability 
department of the Aetna Casualty and 
Surety Company’s New York office is 
now enjoying his honeymoon at White 
Sulphur Springs. Evidently that resort 
in West Virginia made a hit with Mr. 
Murray when he attended the conven- 
tion of the’ Casualty and Surety Under- 
writers’ Association at the Greenbrier 
and “the White.” Knowing Arthur 
Murray as we do, we can say that the 
“lucky girl” was Miss Eunice Lohman, 
of Kew Gardens, L. I. 

Mr. Murray’s associates in the Aetna 
offices had a little fun with him the 
last day he was in the office before leav- 
ing on his vacation and honeymoon. 
Secretary Turn took part in the con- 
spiracy to keep Mr. Murray away from 
his office for 30 minutes while the fel- 
lows and girls decorated it with white 
streamers and wedding bells. The tran- 
som was dropped half-way and then 
filled with confetti. When Mr. Murray 
returned to his office he was astonished 
at the change in its appearance. As 
he entered some one pulled the tran- 
som down and he was showered with 
confetti. Then the crowd had some 
more fun with him. Mr. Murray is ex- 
pected to return about November 8. 





EMPLOYER FINED FOR NEGLECT 


The first conviction under the New 
Jersey compulsory insurance act was 
obtained by the Workmen’s Compensa- 
tion Board when the defendant in the 
case entered a plea of guilty and was 
fined $200. Martin Fornatoro, father 
of six children, died last Angust from 
injuries received in a fall from a build- 
ing which was being pulled down at 
214 Clinton Avenue, Newark. Michael 
Mucci, the defendant in the case, was 
Fornatoro’s employer and had failed to 
take out insurance for his workmen. 
Fornatoro’s widow was awarded $2,979 
by the Compensation Board. 
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Fake Claim Agents 
Aid Shyster Plots 


WOMEN CONFEDERATES USED 





Peculiar Tricks Perpetrated on Acci- 
dent Victims and Relatives By 
Ambulance Chasing Lawyers 





The lengths to which ambulance 
chasers will go in pursuit of a client 
is a matter for marvel. After the vic- 
tim of an accident has been removed 
to a hospital, perhaps with broken 
bones, the claim agent of whatever cas- 
ualty company may be involved, maybe 
because of a liability policy, some: 
times gets first to the bedside and 
effects a settlement on assuring the in- 
jured man that by dealing direct with 
the company he will get every cent to 
which he is entitled, and that without 
sharing with anyone else, whereas if 
he insists on suing he probably will get 
no more and will have to divide, per- 
haps fifty-fifty, with the lawyer in the 
case. 

But sometimes the ambulance chaser 
pulls the first trick. Instead of the 
“claim agent” being a bona fide repre- 
sentative of the insurance company, 
as he represents himself to be, he will 
be a confederate of the shyster, and 
instead of making a fair offer he will 
name a sum so inadequate as to appear 
like a mockery, and in so doing make 
light of the victim’s injuries, sometimes 
going so far as to insult the sufferer 
by sneering intimations that the acci- 
dent was a fake and the injuries im- 
aginary. 

Of course this results in the injured 
man refusing to accept the $50 or $100 
offered in settlement for his serious in- 
juries and in a fit of rage he may order 
the bogus claim agent out of the room, 
While he is still seething the shyster 
himself will put in an appearance and 
under the circumstances he usually is 
eagerly welcomed and told to go after 
the company as hard as he can and 
for as much as he can. 

In many cases the work done by the 
ambulance chaser and his confederates 
is much more artistic than wou!'d ap- 
pear from the exposure outlined above. 
There will be a preliminary campaign 
of extending sympathy, the sending 
of flowers to the injured man, some- 
times by fair ones who will appear like 
angels of mercy at the bedside and 
mingle with their sympathetic utter- 
ances warnings about accepting settle- 
ments with the company, backing up 
such warnings with stories as to how 
they themselves had been accident vic- 
tims stung and delayed and insulted in 
settling with insurance claim agents. 

Calls also are made at the home of 
such a victim by these women confed- 
erates who will mourn with the wife or 
mother and at the same time put over 
the message of “Don’t let the sufferer 
accept settlement direct with the com- 
pany, but do secure the legal services 
of Mr. So-and-So, who is the best in 
the business and will be sure to get 
thousands more in the way of compen- 
sation than anybody else could.” 





UNIFORM COMPENSATION 





Report of Compensation Committee of 
Wholesale Druggists’ Association 
‘Recommends Identical Laws 





One of the features at the recent an- 
nual convention of the National Whole- 
sale Druggists Association was a re- 
port of a committee on employers’ li- 
ability and workmen’s compensation. 
The committee reported a recommenda- 
tion that every effort be tried to secure 
a uniform workmen’s compensation act 
in each state of the union. 

The report is largely a synopsis of 
the important changes which have been 
made in 1921 in compensation laws. 

Peter Daeubler, formerly assistant 
superintendent of The Prudential at 
New Rochelle, N. Y., has been made 
superintendent at Kingston, N. Y. 


Approve Juries’ Stand 
In Insurance Cases 


DOUBTFUL CLAIMS THROWN OUT 





Three Victories Won By General Acci- 
dent When Peculiar Aspects of 
Claims Are Shown 





Verdicts recently returned in New 
York courts give insurance executives 
ground for encouragement in fighting 
doubtful claims as they prove that 
juries try to discriminate between just 
and unjust claims. 


An action brought against the Gen- 

eral Accident by Samuel Schleimer, an 
attorney, and tried before a jury in a 
court in New York last week, was won 
by the company after the presentation 
of evidence of a peculiar and interest- 
ing nature. Schleimer carried a “five 
and ten” liability policy with the com- 
pany. 
The evidence showed that he was 
driving his automobile to White Lake, 
in the Catskills, with his uncle, Moe 
Mehlman, and M. Goodstein along as 
his guests, when the car upset. Good- 
stein was badly injured and later 
brought action against Schleimer for 
$50,000 and Mehlman, who was less 
seriously hurt, sued his nephew for 
$10,000. Schleimer in turn sought to 
recover on his policy with the General 
Accident, which company, after inves- 
tigation, decided that there were fea- 
tures about the case which warranted 
resistance to payment. 

At the trial Mehlman and Goodstein 
testified that Schleimer had persisted 
in driving at a high rate of speed al- 
though they had pleaded with him to 
slow down. In reply to their entreaties 
Schleimer had told them to “go to hell,” 
the witnesses said. On his part 
Schleimer admitted that what they said 
was true, he had been reckless and 
negligent. 

On cross examination Attorney Al- 
fred W. Meldon, counsel for the Gen- 
eral Accident, brought out that Mehl- 
man and Goodstein had maintained 
cordial relations with Schleimer since 
the accident, that they had played 
poker together and that they had even 
gone motoring again with him. A ver- 
dict favoring the insurance company 
was returned by the jury after one 
minute’s deliberation. 

Another case won by the General Ac- 
cident during the summer shows that 
New York juries can be convinced that 
justice may lie with an insurance com- 
pany when evidence establishing collu- 
sion is produced. In this case a policy- 
holder named Bernstein was concerned. 
He had been sued for $25,000 by his 
aunt whose skull had been fractured 
as a result of Bernstein driving his car 
on the sidewalk in an effort, it was 
claimed, to avoid collision with a taxi- 
cab. Another woman relative testified 
that Bernstein had been negligent and 
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when he himself admitted lack of due 
care the jury returned a verdict against 
him. 

Of a somewhat different nature was 
the case of a woman who sought to col- 
lect on her policy on the ground that 
her nervous system had been wrecked 
and her health upset as a result of be- 
ing hit on the back with a basket car- 
ried by a boy in Wanamaker’s store. 
Mr. Meldon during the trial received 
a secret note which led to an investiga- 
tion and the discovery that she had 
some time before sued the Canadian 
Pacific Railroad and won $5,000 dam- 
ages on the same sort of a “nerve 
wrecked by accident” claim. This 
revelation won another victory for the 
General Accident. 





AUTO TRAVELOGUES 


Were automobiles equipped with 
tongues the restriction of theft insur- 
ance on other accessories wouldn’t be 
required, and those cars which have 
cruised around for several years, own- 
ers changing frequently, could tell some 
interesting stories. But they can’t talk 
and their dumbness is a protection to 
many. Even the stories emanating 
from insurance circles amuse us and 
would be more entertaining were the 
underwriters able to forget the ex- 
penses attached to the insurance on 
these cars. A case is reported of three 
law partners in a Western city who pur- 
chased an automobile. They contrived 


the scheme of having one partner steal» 


the car from him in whom title was 
invested. Theft insurance was paid on 
the loss, the car well disguised, insured 
with another company and soon after- 
wards reported stolen. Upon investiga- 
tion it was discovered that the th 

partner had acted as the “thief” an 





SURETY 
BONDS 





“OUR BONDS GUARANTEE INTEGRITY” 





NEW YORK 


CHARLES H. HOLLAND, PRESIDENT 


—_— 


wey 


CASUALTY 
INSURANCE 


~ 








lee 
“Vearrier together with copies of rating 


now all three legal experts face court 
charges, 

Here’s another one, inspired probably 
by the activities of some energetic boot- 
leggers whose methods were aired in 
the newspapers: an assured lost a car, 
a claim was paid, and the company not 
long afterwards succeeded in locating 
the stolen piece of property. But mean- 
while the thief had painted over the 
car, sold it, restolen it from the gullible 
purchaser, and was preparing to con- 
tinue this endless procedure of “put 
and take” when arrested. 

It is also rumored in certain automo- 
bile quarters that deserted piers con- 


stitute only one means for ushering 
ears into watery resting places; an- 
other scheme ffor accomplishing the 
disappearance act, so they say, is to 
drive automobiles onto a ferry during 


the early hours of the morning, bribe 
the low salaried gate keeper to remove 
the lock, and while the boat is in mid- 
stream run the automobiles off the 
back end into the dark and unrevealing 
waters of the bay. One splash and 
another claim goes to the insurance 
officers! 





SMALL RISK RE-INSPECTION 





Compensation Inspection Rating Board 
Amplifies Statement of Earlier Cir- 
cular Concerning Amended Rules 





In connection with the re-inspection 
of workmen’s compensation risks the 
Compensation Inspection Rating Board 
has issued the following statement of 
the practice to be applied to small 
risks, thus amplifying its recent cir- 
cular on the amended rules: 


“Home and branch offices will please 
_seontinue the practice of submitting ap- 
Plications on Form 98 ninety days in 


advance of renewal on all risks with 
estimated premium of not less than 
$100 and estimated payroll of not less 
than $10,000 in classifications subject 
to schedule rating. 

“Saving exceptional circumstances no 
risks within the $100 to $335 premium 
group will be reinspected for renewal 
purposes unless the latest inspection 

| Was made more than fifteen months 
prior to the effective date of the pro- 
posed insurance. 

'“If the board decides the risk not to 

subject to reinspection for the new 

term the latest published rates will be 
reaffirmed and notice of such reaffir- 
mation sent to the applicant carricr. In 
, the case of transfer to a new carrier 
. notice of reaffirmation of latest out 
Standing rates will be sent to sucli new 


data.” 


BOSTON APPOINTMENTS 
Raymond D. Parker has been made 
counterman and chief clerk and Charles 
S. Turpin special agent in the casualty 
department of Simpson, Campbell & 
Company, Boston. 
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Public Men Write To 
National Surety Co. 


sow THEY WOULD STOP CRIME 





Would Seize Firearms; Advocate Some 
Legislation; How Bank Robberies 
Grow 


The confiscation of all firearms less 

than three feet in length, heavier pun- 
jshment for robbers, less prison reform 
and stricter enforcement of anti-nar- 
cotic laws are among the recommen- 
jations of United States Judges, Dis- 
trict Attorneys and State officials, who 
have been asked by the National Surety 
Company to suggest methods of check- 
ing daylight bank hold-ups, which have 
cost surety companies more than $1,- 
00,000 already this year. 
"These and other recommendations are 
being used as the bagis for a letter 
which is being drafted to the Gover- 
nors of the forty-eight States, asking 
them to send messages to their Legis- 
latures advocating anti-bank robbery 
legislation. Other legislation regulating 
interstate traffic in burglars’ tools and 
small arms probably will be recom- 
mended to Congress. 

The losses from bank robberies have 
peen greater this year than even in 
1920, when a new figh level was 
reached. In 1917 and before that time 
three-fourths of the logses of banks by 
crimes of violence were due to night 
burglaries. The proportion this year is 
reversed. The surety companies have 
had to pay $3 because of daylight ban- 
dits for every $1 paid to make up losses 
due to safe-crackers. 

In nearly every instance the bank 
robbers escaped by automobile; so the 
denial of automobile li€enses to crimi- 
nals becomes one of the important re- 
forms necessary, it is argued. Many of 
the raids have been aracterized by 
reckless and wanton shooting. It is said 
that among the banditg have been men 
who had criminal recards before 1917, 
but nevertheless were idrafted into the 
army, Where they gaimed qualities of 
dash, courage and recklessness which 
transformed them from petty criminals 
into spectacular hold-up men. 


SURETY CO, TO RUN AUTOS 








Prepares for Interference With Mails 
In Event of a Railroad 
Strike” 





Bs 

The American Surety Company has 
arranged plans for a fetwork of auto- 
mobile transportation between the forty 
branch offices and the home offices in 
this city, in the event of a nation-wide 
railroad strike. R. R. Brown, First 
Vice-President of the company, has 
worked out the details of the arrange- 
ment, and while he believes the strike 
will not take place, the importance of 
forwarding documents for the conduct 
of the company’s business has made it 
hecessary to prepare for any interfer- 
ence with mail deliveries. 

The plan, according to Mr. Brown, 
calls for the operation of motor cars 
from New York to Albany, to Syracuse, 
‘o Buffalo, to Cleveland, to Chicago, 
and in the Far West to make longer 
jumps by relay. It would also be pos- 
sible to transport important communi- 
cations by motor along a central line 
through Kansas City, St. Louis, Indian- 
apolis, Columbus, Pittsburgh, ete. The 
American Surety Company would, of 
course, seek the co-operation of Federal 
authorities before putting such a plan 
Into operation, 





CULLEN NEW YORK MANAGER 
Pt Cullen, assistant manager of 
at New York braneh office of the Fi- 
lity & Deposit Company, has been 
petted manager of that office. 

Tanklin D. Roosevelt, vice-president of 

© company, will continue in charge 
an office and Mr. Cullen’s duties 

hot change from those he perform- 


ed as assistant manager. 


General Now Writing 
Plate Glass Lines 


STATEMENT BY RICHARDSON 





Herbert Clark in Charge of Depart- 
ment; Subscribe to W. F. Moore 
Rating Bureau 





The General is now writing plate 
glass. United States Manager Richard- 
son makes this announcement to agents 
and says: 

“This is a branch of business that 
has not hitherto engaged our attention 
in this country, but elsewhere it has 
long been one of our regular depart- 
ments. We are subscribers to Mr. 
W. F. Moore’s Rating Bureau and will 
issue regular policies at regular rates. 
Mr. Herbert Clark will have charge of 
this section. Please write him. 

“IT would like to remind you that one 
of the lines in which the General Acci- 
dent has long been a pioneer is Commer- 
cial Accident and Health Insurance. 
We have had a large business in the 
United States for many years past and 
have some of the leading people of the 
country insured with us. Unfortunately 
not all of our agents have realized the 
rich rewards to be obtained by the cul- 
tivation of this field. We have a won- 
derful series of policies, and whenever 
one of our special agents gets on to the 
ground of a non-producing agent he has 
no difficulty in demonstrating that there 
is plenty of business to be had if the 
agent will only work for it. The head 
of this department, Mr. Frain, has 
worked with conspicuous energy and 
ability to awaken among our agents a 
wider and larger interest in Accident 
and Health Insurance. He is ready at 
all times to give practical and imme- 
diate assistance to those agents who 
may need it to get a start. Our leading 
agents in all lines also lead the field 
as Accident and Health producers. 
They know the value of this line and 
are untiring in their efforts to build 
it up. The stability of an agency, or 
of a company, can only be insured by 
diversified lines with the widest possi- 
ble range of operation. It has long 
been observed that the South is liable 
to ups and downs because it is, general- 
ly speaking, a one-crop country. You 
should learn the moral of this and not 
neglect any of the lines of business we 
transact. In these times our agents are 
on the inspection line like everybody 
else. Who are the most likely to pass 
muster? Those who follow the easy 
path of least resistance, or those who 
take the upgrade with a firm step and 
confident spirit, looking to the future 
that never fails those who toil upward 
and onward? Train your assistants and 
supporters in all of the lines of busi- 
ness we transact; set standards of ac- 
complishment, and watch the growth 
with interest and pride.” 





DIRECTORY AIDS FIELDMEN 

W. L. Taylor, vice-president and gen- 
eral manager of the Federal Surety 
Company, of Davenport, Iowa, has is- 
sued a letter to his agents urging them 
to remember that business is not com- 
ing any man’s way, but that there is 
plenty of business to be had by going 
after it. He offers the following sug- 
gestion: 

Take your city directory or your tele- 
phone book. Look it through carefully 
and revise your prospect list. You 
will be surprised to find the names of 
hundreds of people on whom you have 
never called who should have an acci- 
dent and health, resident burglary or 
perhaps a general liability policy on 
their homes. You will find the names 
of business men whom the law com- 
pels to carry workmen’s compensation 
insurance. You will find men and wo- 
men owners of automobiles which 
should be insured for liability, property 
damage and collision. You will find 


the names of lawyers who are always 
in the market for probate and other 
forms of judicial bonds. 

















The “‘Home” of Automobile Insurance 


Chester M. Cloud 


Metropolitan Agent 
Automobile Dept. 
The Home Insurance Co., New York 


59-61 Maiden Lane 
Phone: John 1363 




















ss 


> 





AW CIN fl BAD oe ED Tice 
OM ANENE Sat Us OGRESS Ig 


ORGANIZED 1886 


North AMERICAN AccIDENT INSURANCE © 


THE ROOKERY 


CHICAGO 


AGENCY OPENINGS 1N 








44 STATES 














HOME OFFICE, 


Eugene H. Winslow, President 
| Robert A. Drysdale, Vice-Pres’t 





The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


CHARTERED 1874 


PLATE GLASS INSURANCE 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


S. Wm. Burton, Sec’y 
Albert H. Lahy, Asst. Sec’y 














Telephone:—John 5880 





MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 
50-56 JOHN STREET, NEW YORK CITY 


We write full coverage automobile insurance at 20% less than 
the conference rates. 


Business written only through brokers 


We are open for agencies in New York and Pennsylvania 








COLONEL JONES HONORED 





Maryland Casualty Manager Awarded 
Distinguished Service Medal for 
Work in France 





Colonel Harvey L. Jones, resident 
manager in Chicago for the Maryland 
Casualty Company, has been awarded 
the Distinguished Service Medal and 
presentation is to be made by the com- 
manding officer of the Third Army 
Corps area at Fort Howard. The cita- 
tion is as follows: 

“For exceptionally meritorious and 
distinguished services in charge of the 
Military Police School at Autun, France, 
a position of great responsibility. Due 
to his ability and energy hundreds of 
officers and enlisted men were trained 
as military police for the Provost Mar- 
shal General’s Department, and were 
afterward distributed throughout the 
American Expeditionary Forces. His 
work was conspicuous for its thorough- 
ness and important results. He rendered 
services of much value to the United 
States.” 


GLOBE’S ANNIVERSARY 

The tenth anniversary celebration of 
the Globe Indemnity will be held in 
Newark at the new home office building 
of that company on November 9, 10 and 
11. Headquarters will be at the Robert 
Treat Hotel. General agents and agents 
from all over the country will attend. 
While there will be business sessions, 
the entire affair will also be in the 
nature of a housewarming and the en- 
tertainment features will not be neglect- 
ed as there will be a golf tournament, 
theatre parties and other functions. 





WILL GIVE CASUALTY COURSE 

The Insurance Society of New York 
is to give the first year’s lectures in 
the casualty course of the Insurance 
Institute of America, beginning in De- 


cember. Arrangements for the casualty 
course are in charge of W. G. Falconer, 
president of the Norwich Union Indem- 
nity Company. 
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economic waste involved im accidents. He 

is sensible of the fact that compensation and 
liability insurance pay for only part of the loss which 
accidents impose upon both his employees and his 
stockholders, 

He wants to protect those who are associated with 
him, either as workers or owners, against the careless 
man. 

He does not measure the insurance cost by rate 
alone. He is interested in the reduction of the rate 
only when the reduction reflects improved morale 
and safer working conditions, 

He does not propose to pay a dollar less for insur- 


HH is a factory manager who recognizes the 
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ance and then turn about and pay out several dollars 
more toeover reduced productivity and loss of 


- efficiency; which are the consequences of unnecessary 


accidents, 

He carries his insurance with The Travelers be- 
cause he fecognizes the value of the inspection ser- 
vice whieh the Company delivers along with 100 
percentinsurance. 

And he has taken an unusual step on his own in- 
spiration, He has posted this notice at the door of 
the employment office: ‘Unless you are willing to 
be careful to avoid injury to yourself and fellow 
workmen, do not ask for employment. 
want careless men in our employ.” 
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